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A new way of packing sandpaper, orig- 
inated by us in January, 1926, and widely 
copied by other makers. 

Has revolutionized the industry and 
raised sandpaper to the dignity of “shelf- 
hardware.” 

Puts a stop to serious spoilage- losses by 
keeping the sheets flat, clean and in order. 
Your sandpaper stock, from now on, will 
occupy a neat section of shelving—not be 
hidden in drawers and cubby holes. 

Boxes all the same size—a box for each 
grit—all “decimal-count” : 


dware 


Founded 1855 


Three Dollars a Year 


A 





ba 0 and % 


100 sheets to the box 
75 sheets to the box 


No. a Ae 4, 50 sheets to the box 


Counter Display 
““Show-It-and-Sell-It”’ 


Qusaw 


General Sales Offices: 


Portland, 


Denver, 


New York—45 
Los Angeles—Sprake Sales Co., 
San Francisco—Sprake Sales Co., 
—Sprake Sales Co., 


Ore.- 
Colo.—Sprake Sales Co., 





25 sheets to the box 


Counter Display Case 


A beautiful lithographed steel cabinet 
holding 480 to 500 sheets—a separate 
grit for each of its 8 pockets. This was 
originated by us and announced Febru- 
ary, 1925—copied, of course, by other 


makers. The 


**Show-It-and-Sell-It” Unit Box 
Device that Doubles and 
Triples Sandpaper Sales 


“Ruff-Stuff” Emery Cloth 
in 10-Sheet Packs—Boxed 


Latest Ruff-Stuff innovation. Does away with the old broken-quire 
nuisance. Each grit in its own attractively labeled pack. 
Boxes all the same size—uniform with the flint paper box shown above 


—packed as follows— 


brasives@ 


Wisconsin 


4860 So. Halsted St., Chicago 
Branch Houses: 

Warren St. 

American Bank Bldg. 
Postal Telegraph Bldg. 
53 Fourth St. 
Charles Bldg. 








<% Sheets in| Packs to] Sheets 
Grit Pack Box to Box 





4 40 


1% and 2 10 
3 30 


214-3-3% 10 
Tell Your Jobber 


You must have “Ruff-Stuff” Flint paper in 
Unit Boxes—and ‘‘Ruff-Stuff’ Emery cloth in 
Unit 10-sheet Packs. 

If your jobber can’t supply you, 
giving his name and aaron, 








FF to No. 1 10 | 5 50 








write us, 
Unit Box 
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“THERE are two things which Helen’s exquisite supper 
service makes me wish for, George... A husband cut to 
your pattern, to thrill me with such lovely gifts . . 
And a pattern in silverware like her Anniversary design 
in 1847 RoGers Bros. Silverplate. . . with her knives, 
forks and spoons mated in motif with her candlesticks, 
vases and coffee service.”’ 


= THE TALE OF TWO WISHES p= 




















Photograph by Alfred Cheney Jchnston 


Ir you would secure this ‘*Family Tie’? in che Family Plate, 
make sure that you start with 1847 Rocers Bros, Silverplate. No 
other make provides so complete a range of silverware pieces and 
services in matched designs. 

‘“TREASURE BOUND ON THE GOOD SHIP BUDGET.’’ May we send you 
this exquisite little brochure . . . showing how easy to navigate is the sea that 
leads to the Silver Isles and how you'll come back on the homeward tack with 
a treasure of silverplate. A copy is yours for the asking. Booklet J-H. Address 
International Silver Company, Department E, Meriden, Conn. 


Tuis ADVERTISEMENT appears in the October issue of House Beautiful and Vanity Fair and in the November issue of 


Harper's Bazar, House and Garden, and Country Life. 


HARDWARE AGE, published weekly by the 1RON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y¥ 


J. S. A. Entered as second 


me 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 8, 1879. (Printed in U. 8S. A.). $3.00 per year. Single copies 


25¢. each. Vol. 


120, No. 10. 
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—and the Customer’s Opinion 


CUSTOMER comes into your store to buy an article. He 
expects it to be good because he has learned to rely on 

your integrity. He knows from former dealings with you that 
you carry the “right goods.” That you are always ready to 
stand back of them. In short, he has entrusted his good will 


to you. 


Why? Because you have stocked goods that you knew had 
a reputation for value, for quality, for service. Probably you 
learned from experience. Or perhaps advertising urged you 
to try them, as it may have done in the case of your customer. 


At any rate you stocked them. 


And they satisfied the customer. Which is, after all, what 
you and we are dependent upon—the customer’s opinion. If 
it’s a bad one, so will our business be. But if it’s good, it means , 


prosperity for all. 


Greenlee Bros. & Co. have made high grade Auger Bits, 
Chisels, Gouges and Draw Knives for years. Behind these 
tools is an institution that has thrived because “the goods were 
right”—because they satisfied the customer. And _ it’s his 
opinion that means success or failure for all concerned. 


Send for Tool Catalog No. 27 


-e lools 



























GREENLEE BROS. & CO. 
Rockford Illinois 























HARDWARE AGE for SEPTEMBER 8, 1927 









75% of a Nail Hammer 
Is Its Claw 


During the past twenty years, I have been connected with 
the Hammer industry. I have personally called on most 
of the leading Hardware Dealers from Bangor, Maine, to 
San Diego, Cal 


Through this contact I naturally have had an unusual 
opportunity to secure the Dealer’s viewpoint on what the 
consumer wants in hammer manufacture. 


I long ago became convinced that 75% OF A NAIL HAMMER 
IS ITS CLAW. I put the problem of a better claw up to Mr. 
Clifford, our Vice-President and Superintendent, and we now 
are ready to furnish our Nail Hammers with MILLED CLAWS. 
A specially designed machine has solved this Hammer problem. 


Evansville MILLED CLAWS will pull the finest brad or the 
coarsest nail—easily. The illustration shows our No. 916 
Molybdenum Steel Hammer (referred to as “Molly” Steel). 


This hammer has our patented Expansion Lock Wedge. 

The Patented Screw in the adze eye assures a tight handle. 
The handle is also a special Hand Fit Patented design with wax 
hole in the end. Each handle is covered with a crepe paper 
which keeps the handle clean and adds to its attractiveness. 
All “Molly” Hammers are individually boxed. 


These features are not we | sales arguments. They are prac- 
tical features developed in the school of experience. 


My personal guarantee is back of every Hammer, Hatchet, Axe 
and tool in the complete Evansville line. 


Send for catalogue and prices. 
Sincerely yours, 


: ming 3. Kent. 


Evansville Tool Works, Inc. 
Forgers of Good Service Tools 
EVANSVILLE, INDIANA 








EVANSVILLE TESIED TOOLS 









Customers who need good 
for -only occa- 
sional use will find them 
in the Evansville Portable |CRESCENT ME ACME _| 2 P 
Display Tray at 50 cents, 
75 cents and $1.00. Adopt 
methods and 
use this display. It has 





HAMMERS 


for many 
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OSCAR J. SCHROETER 


A HUGE TOOL MARKET 
AT YOUR DOOR 


The spread of manual training 
work in High and Junior High 
Schools has been tremendous. Mil- 
lions of dollars are expended an- 
nually in the purchase and upkeep 
of tools. 

A generous proportion of these 
purchases consists of small tools 
- logical business for you, the 
local hardware dealer. 





Are you getting your share of this 
active, profitable business in your 
vicinity? Do you get an opportun- 
ity to submit prices on tools for the 
school shops in your town? 

Disston will be glad to help any 
hardware dealer to a better under- 
standing of how he can compete for 
this trade. ‘ 

Mail the coupon for information 
and plans that will enable you to 
go after the school tool trade. 





| Henry Disston & Sons, Inc., 


: Phila. Pa, U.S. A. 
: $end me information on how I 
: can get school business. 


& | See ae en 





YOUR CUSTOMERS WILL 
APPRECIATE THIS SERVICE 


Disston will supply you free with 
a quantity of Charts, illustrating and 
describing How To Set and File a 
Saw. 


Your customers will appreciate 
that service, Just keep the supply 
on your counter, and when a saw 
user comes in, hand him one with 
your compliments. Or if you have 
a list of tool users, mail them out. 


The instructions are easy to fol- 
low. They have been compiled from 
an experience of eighty-seven years 
in the setting and filing of saws 
here in the Disston Factory. 


This service helps you, too, For, 


when a man knows how to set and 
file a saw properly, you are going 
to have fewer saws returned with 
broken teeth, and with the bldde 
crimped through faulty setting. 


All you have to do is clip and 
mail the coupon. Specify the quan- 
tity you can profitably use. 


There is a post card attached to 
the Chart which will help you build 
a live mailing list. This will be ex- 
plained when you receive your 
Charts. 





Dept. 1, Phila. 
Send me free.......... Charts on 


How To Set and File A Saw. 
alate con Ss a bvevdrstive! wiaceress 
SE MES WEOE Sc. pi 0d 5-0 ole deel « 











S. VAN EMBDEN 


FOLLOW THE TREND 


There is a decided trend toward 
Disston Lightweight Saws among 
saw users today. 


There is an opportunity in this 
trend that will enable any dealer to 
increase sales. 


Disston has a complete plan that 
will enable you to take advantage 
of it. The plan includes an ingen- 
ious counter stand, store display 
material, mailing matter, etc. Write 
for full details. 


et 


\ 





Disston D-8 Lightweight (Ship 
Pattern) Saw 





E. WEINSTEIN 
E. Weinstein & Sons 





E. H. VANSTEEL 
Tankn Hdwe. Co. 


VALUABLE CHART FREE 


Salesclerks! Send today for free 
copy of the Disston Saw Chart. It 
gives you a lot of valuable informa- 
tion about saws and their uses,— 
assistance that many a time will en- 
able you to close a sale quickly, or 
to sell an additional saw. 








H. W. POWERS 
Mitchell-Powers Hdwe 


Schroeter Bros. Hdwe. Amsterdam, Holland ; ompany 
Company, his ’ re ek Saints Quincy, Ill. Bristol, Va. 
St. Louis, Mo. I've sold Disston Saws for Disston Dealer for Disston Dealer for Disston Dealer for 
A 50-Year Record 30 Years'’ Years 62 Years 46 Years 


We Welcome the Above Members to the 
Disston 25-Year Club 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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“It can’t be done,” the pessi- 
mists assured us; “there’s noth- 
ing to say about files.” 


Nothing to say about files! 
Not long ago a famous aviator 
risked his life over South 
American jungles. The only 
tool he carried was part of a 
NICHOLSON File. 


Out in Oklahoma an Osage 
chief shaved the heads of his 
tribe for twelve years with a 
razor made from a NICHOL- 
SON File. 


Down on the coast of Cape 
Cod, a lighthouse superinten- 
dent keeps his beacon burning 
brightly with the help of a 
NICHOLSON File. 


ae 


There’s drama a-plenty in NICH- 

OLSON Files—and a story of use- 

fulness, too. Our advertising has 

featured consistently both the ad- 

— and uses of NICHOLSON 
es. 


In big jobbing centers, this adver- 
tising has increased the sale of 
NICHOLSON Files by more than 
100%. Dealers all over the coun- 
try tell us with orders of increased 


demand. 
ap 


Our Fall Campaign 
Starts Next Week 


Watch for it in the newspapers, 
class papers and magazines, for 
there’s plenty to say about 
NICHOLSON Files. 


NICHOLSON FILE Co. 


Providence, R. |., U. S.A. 





1921 we started to advertise 
NICHOLSON FILES--naz¢ionally 
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Counter and window display No. 88. Holds one 


to card. Made of heavy cardboard 17" x 11"— 
beautifully finished in four colors—red, green, 
black and gold—easy to handle. Effective. 


PP AS GREE RE aN SBR PE CREA RR ORES CSREES 


This display 
will help sell good 
hand drills—at a 
real PROFIT to you 


‘ 


For the past five years there has been an epidemic of cheap hand drills, Customers buying 


on price. Getting no real satisfaction, And you getting no real profit. 


However, dealers who have been featuring our No. 2 hand drill have been selling 
it. There is still a sound demand on the part of first class workmen for a high quality 
hand drill. It’s been the favorite of skilled mechanics for over forty years. 

This display will sell more good hand drills for you. It says Quality to customers 
who dislike cheap drills. Put it to work in your store and note how really often you make 
a sale. And what a real profit you make from the transaction. 


This display is free with an order for two No. 2 hand drills. 


Our line, of course, includes drills to sell at low prices. 
For the best in a low priced hand drill, sell our No. 94. 


MILLERS FALLS COMPANY - MILLERS FALLS, MASS. 


NEW YORK CITY, 28 WARREN STREET * CHICAGO, 9 SOUTH CLINTON STREET 


No. 2 hand drill in upright position, firmly attached 


ote (eon Sites pe ae 
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Improved Schrader Valve Caps 











No. 880 Tire Valve No. 935 Tire Valve 


Cap for straight stem Cap for bent valves on 
valves disc wheels 





Every dealer should stock these 


two types of caps 


CHRADER advertising istelling mil bs, when screwed down tight by hand, 
lions of motorists of the importance Look at the ‘tire valves of your cus 
of keeping a Schrader Valve Cap on _ tomers’ cars. You will see at once the 
every tire valve. Both of the large waiting market for Schra- 
improved Schrader Valve Caps der Valve Caps—the No. 880 


illustrated above are made for straight stem valves and the 
with a metal-reinforced swivel No. 935 for bent valves on disc 


rubber washer which abso- wheels. Just a reminder on your 


lutely seals the mouth ofthe tire — This handy Schrader Vawe part means a sale. Make sure 
end fo Tool has a slotted 





1 . 
valve. a accessory your stock of these important 
They are air-tight up to 250 for waar nang te No tire valve parts is complete. 


slotted top. 


A. SCHRADER’S SON, INC., BROOKLYN, Chicago, Toronto, London 


Schrader 


Makers of Pneumatic Valves Since 1844 


TIRE VALVES :-:-- TIRE GAUGES 
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NOTICE! 
TO THE TRADE 


—s— 


We have been continuously manufac- 
turin? the original pattern Stillson 
wrench since 1904. Our right to con- 
tinue this manufacture in the manner 
that we have in the past has been settied 
by-the United States Circuit Court of 
Appeals, which is the final appellate tri- 
bunal in patent and trade-mark matters. 
























It has been demonstrated and admitted, 
that although the original pattern Still- 
son wrench costs more to manufacture, it 
is the strongest and most durable wrench 
of its kind ever made. To obtain the 
original pattern Stillson wrench. look 
for our trade-mark. iORCO 







ORE EL 


Perea ye 





PAILLSON WRENCH 


ore expensive tomake but typical of MORCO, quality 





ae eee. 








For further information regarding, Morco wrenches write the nearest sales office. 
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Are you ready 
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NW’ Branded on 
§ the handle of 
| every genuine 
TRUE 
TEMPER 
tool 


Ae wl This Month 


- Your September tools well displayed, will ‘4 
reap a harvest of profit for you. Put an 
attractive group on display in the window 
and on the rack. Tool tags which we furnish 
you free should be attached so as to tell your 
prospect at a glance the use and advantage 
of each particular True Temper Tool. 


Made of the finest steel, with flat: or ball 
end tines, True Temper vegetable tools 
meet the farmer’s every need for digging 


or handling. 


Don’t wait until he asks for them, but do a real 
service to your customer and yourself by displaying 
these tools where they will remind him of his need 


| 
: " ‘ ff 
Makers of Farm and Garden Tools for Over 100 Years J 






















The balls at the tips 
of the tines on this 
style fork prevent 
puncturing and 
bruising the beets, 
potatoes or other 
vegetables handled. 


TRUE TEMPER 





























THE AMERICAN FORK & HOE COMPANY 
General Offices: Cleveland, Ohio 






TRUE JEMPER Fan"? IDOLS 
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CYCLONE «prED 


They look for the 
Tag’ — The 


Ma ‘Qual ity. 


The way to sell fence is to 


Talk Fence 


—morning, noon and night 


Did you ever walk into a chain drug 
store for your monthly package of 
razor blades, and walk out with a tube 
of tooth paste you hadn’t intended to 
buy? 

That extra purchase wasn’t an acci- 
dent. Every day, the drug store has a 
“special.” Every clerk talks about it 
—to every customer. And a big per- 
centage buy. 


You can do the same, to build up your 
volume on Cyclone “Red Tag” Lawn 
Fence. Tell people what it means to 
have a safe place for children to play 
—to spruce up their premises—to pro- 
tect their shrubs and flowers. Talk 
“Red Tag” — the trade mark made 
familiar to millions through years of 
national advertising—and watch your 
fence sales grow. 


CYCLONE FENCE COMPANY 
Main Offices, Waukegan, III. 


fi Gyclone °° 107 


. for Safe Bonfires! 
YA — F aime rubbish con- 


te 
the big viome” "Galles $8. 


Lawn Fence ana Gates 





TAG” 


LAWN FENCE IS MADE OF COPPER-BEARING STEEL—. 


FOR MAXIMUM ENDURANCE. 
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GUN IMPLEMENTS 


FOR THE YOUNG IDEA 
AND FOR THE SEASONED SPORTSMAN 











| 
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No. 141B Brass Rifle Cleaning Rod 
22-50 Cal. 


No. 95 Shot-Gun Cleaning Rod and Imple- 
ments 
10-28 and .410 Ga. 


es 
Po 
2 Ds 





25-50 Cal. 





No. 161 Loading and Cleaning Set Genuine a Cleaner 
- a. 


10-28 Ga. 


(HARDWARE COMPANY ) 


Reg. U. S. Pat. Off. 





TORRINGTON, CONN., U. S. A. 


New York Office 151 Chambers Street 
Established 1854 Incorporated 1864 
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additional profit to us.” 








“THIs METHOD OF SECURING the sale,” 
writes the treasurer of the company, 
“represented several hundred dollars 


A 
$25,000 sale 15 minutes 


after deciding 
to call 


THE OFFICIALS of a metal specialties 
company in Plano, Illinois, were 
discussing an interview that should 
be made at once in New York. 
Prospects were fair for making the 
sale. But the men were unusually 
busy .. . how could they spare 
the time to go and return? They 
decided to telephone. Within 15 
minutes the sale was consummated. 
The amount involved was $25,000. 


Such is the every-day work of Long might take weeks or days. They result 
Distance for men who arte busy. The in growth to the individual and to the 
‘long lines reach from each office to any business. They slash expense. They mean 
other, from Canada to Cuba to England. 
The continent or any chosen area is the = What far-away transactions could you 
field of action for the man who travels 
by telephone. Long distance calls ac- 
complish in minutes what otherwise 


BELL LONG DISTANCE SERVICE 


efficiency with comfort. 


close now — without leaving the office? 
You'll be surprised how little the calls 
will cost. . . . . . Number, please? 




















b: 
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It Pays to Sell the Lanterns 
that Most Users Prefer 


ND that’s why most hardware dealers sell Dietz 
Lanterns exclusively. 





Dietz Lanterns bring biggest demand, profit and satis- 
faction to both seller and user. 


R. E. DIETZ COMPANY, NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 








Pete! Z | 
\ LANTERNS 
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NINE MILLION READERS REACHED THROUGH 
THE FOLLOWING SCHEDULE 





Liberty — Dec. 3, 1927 American Boy—Nov. 1927 Boy’s Life—Nov. 1927 Child Life—Dec. 1927 

Lib American Boy—Dec. 1927 ee ' oe 
iberty—Dec. 10, 1927 Youth’s Companion — Nov. 1927 Boy’s Life — Dec. 1927 Children — Nov. 1927 

Liberty—Dec. 17, 1927 Youth’s Companion —Dec. 1927 Child Life —Nov. 1927 Children —_ Dec. 1927 








- 


C) (2 
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MERICAN FLYER has a double-barrel 
advertising force back of its 20th Anni- 
versary Line. First there is our national ad- 
vertising reaching nine million readers, 
Then there are six million satisfied owners, 
boosting American Flyer by word of mouth. 


Our national advertising tells your cus- 
tomers that American Flyer’s 20th Anni- 
versary Line is rivaled only by the rainbow— 
every train in its own brilliant color—a 
feature that is sure to appeal! It tells about 
the 1927, wide-gauge, 6’-foot “President’s 
Special” electric train—the numerous other 
attractive electric and mechanical models— 
and over 100 accessories. 


Weinvite you to inspect this very attractive 
and reliableRainbow Line atyour jobbers Now! 
Examine carefully the very realistic appear- 


ance of these trains—note the many exclu- 
sive and patented features, especially the new 
Triple Action Remote Control, 12 wheel Loco- 
motives and Coaches; low voltage, safety 
motors; twin headlights that reverse with the 
locomotive, electric lighted cars, observation 
platforms and train signs, brass steps, jour- 
nal boxes and air tanks. 


By Comparison, the American Flyer Rainbow 
Line offers Most Train Per Dollar. Every nume 
ber is a Fast Selling Item of Quality Merchan- 
dise—the kind that Makes Repeat Customers 
out of New Customers. Note the compact- 
ness and completeness of this fast-selling line. 
You can carry a full stock without over-in- 
vesting. Quick turnover and Largest Profits 
Are Assured: Place your order Now to Assure 
delivery for the Early Buyers! 


American Flyer’s 2oth Anniversary four-color catalog 
is now ready. Write us for your copy showing the full 
line of American Flyer 1927 trains and accessories. 


AMERICAN FLYER MEG. CO., 2219-39 So. Halsted St., Chicago, IIL. 
Visit our permanent New York Display, “Toy Center,” 200 Fifth Ave. 
General Distributors for Structo Toys 


Electrical Trains, $5.75 to $55 
Mechanical Trains, $1.25 to $5 











Transformers Electric Trains Mechanical f/ Trains 
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x 4 Why Every Shooter 


Sold by all leading Job- Is Sold on Hoppe’s 


bers, in free attractive coun- 


— OR 23 years Hoppe’s Nitro Powder 
Solvent No. 9 has been used without 
failure for completely cleaning the bores of 

all firearms and preventing RUST. 

The only preparation which alone insures 
complete cleaning and rust prevention. 

Recommended for years by the U. S. War 
Department. 

Recommended by the famous Captain 
Harllee in his Score Book instructions to 
the U. S. Marines. 

By U. S. Government test the only com- 
pletely successful commercial preventive of 
after-corrosion in modern military rifles, 
among 15 tested. 








Hoppe’s Lubricating ‘Oil, for the working parts, and 
Hoppe’s Gun Grease, for all-around rust prevention 
and emergency cleaning, are similarly dependable. 


FRANK A. HOPPE, Inc. 


2314-H N. 8th Street Philadelphia, Pa. 


Representatives: Ed. W. Simon Co., Inc., 258 Broadway, 
New York. 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 








Pitching 


Horseshoes 
Reinforced Rubber 


faut dee Gate ees, §=—sfFor Indoor or Outdoor Use 


full instructions for playing. 


| beng you have demands for pitching horseshoes for chil- 
dren or grown-ups, sell these outfits and you'll supply 
satisfaction. These horseshoes are moulded of live rubber, and 
reinforced with steel wire. They will bend but are unbreak- 
4 ; able. Just the thing for indoor play or outdoor practice, and 
Horseshoes? \f Ly a lively, interesting, skill-developing game in addition. Put up 
. in attractive boxes ready for your display counter. Both are 
wonderful indoor or outdoor items. 

Both these items are part of a large line of well-known toys 


and games that sell readily in hardware store toy departments. 
Send for Catalogue No. Three and find out about the entire 


line. 


WOLVERINE SUPPLY & MFG. CO. 


Makers of the Famous ‘‘Sandy Andy’’ Toys and Games 


Mgrveshoos— larger size for indoor or out- General Sales Office: 200 5th Ave. New York 
ic. F inforced rubber horse- 
‘metal pistes with nicksled peep and Room 406 GRAmercy 3453 

ees Se ' FACTORY AT PITTSBURGH, PA. 


























Increase Your Sales 
of Shotgun Shells with Xpert 


The sales volume of Western Xpert shells has made this 
popular-priced, smokeless load one of the most profitable 
shells in shooting history. Dealers everywhere have en- 
joyed a rapidly increasing demand until today it is one of 
the fastest-selling loads in America. 


For quail, rabbits and all-round shooting, its good veloc- 
ity, close, even patterns and unexcelled shooting qualities 
have made it the shell that shooters praise and keep on 
buying. 

The quickest, easiest way to increase your ammunition 
business is to sell WesteRN Xpert, and WesTERN Super-X, 
the long-range load. They answer every shotgun demand, 
giving you a simplified line, larger profits, quicker turnover 
—an ever-increasing demand. 








~Outsells becauseit Outshoots 


ial 









The Shell 
with the 
Short 
Shot Stri ng 








ISto20 Yards 
Greater 


Effective 


Don’t Envy the Western Dealer 
~ ~ be One! 


You know how Western Super-X has outsold other shells for years 
wherever there is a demand for a long-range load! ... Why not cash in on 
this big demand yourself and sell more ammunition? 

The original long-range load is still the fastest-selling shell of all. As 
more and more shooters who go after ducks and geese learn the extra 
advantages of Super-X Short Shot String, this remarkable load leads every 
season by an ever wider margin. 

Scientific tests prove that ordinary loads string out along the line of 
flight as much as 20 feet or more at 40 yards. The shot in a WesTeRN 
Super-X charge travels to the bird in a compact mass. This means many 
more effective pellets. 

Western Super-X and Western Xpert are exclusive Western de- 
velopments that outsell because they outshoot! Likewise, Western 
Lubaloy (lubricating alloy) cartridges that prolong the life and preserve 
the accuracy of rifle and revolver—Western Open-point Expanding bul- 
lets—new Boat-tail bullets in the popular sporting cartridge calibers— 
and the improved Western Non-Corrosive .22's that are rapidly estab- 
lishing a new standard of small-bore performance. Send for details and 
descriptive literature. Write us or address your jobber direct. 


WESTERN CARTRIDGE COMPANY, 970 Hunter Ave., East Alton, Ill. 
Branch Offices: Hoboken, N.J., and San Francisco, Cal. 


“Outsells because it Outshoots 











HARDWARE AGE for SEPTEMBER 8, 1927 





Automobiles [ 
Velocipedes 


Coaster Wagons 
Express Wagons 


Scooters 

Pedal Bikes 

Hand Cars 

Tricycles 

Doll Cabs 


The biggest selling line in the world. 


“Known 
Around the Worl oe: 


Ask Your Jobber 
Catalog on Request 


P= ase ae SEAN H Sas === 5 2h! 


By Invitation Member 


Se ee 


Emblem of 


NM BUSINESS CHARACTER 


Rice Leaders 
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LIONEL 1927 


FIRST in Quality — 
FIRST in Sales— 
FIRST in the Hearts 
of American Boys! 


Ask any boy what Model Railroad he pre- 
fers. He will instantly say “LIONEL”! He 
knows (and his father knows) by actual com- 
parison that Lionel Railroads are the only 
REAL RAILROADS—REAL in everything 
except size! He knows Lionel’s supremacy 
in beauty of design and perfection of work- 
manship. He knows above all that Lionel 
Trains are 100% efficient and reliable in 
Power, Performance, and Endurance. That’s 


why Lionel Leads and always has led! 
Lionel Leadership in Quality Results 
In Lionel Leadership in Sales! 


— eee 
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Season of 1927 


BIG SALES ROUTE 


Just a few of Lionel’s outstanding 
achievements for this year:— 


TRACK “O” (1% Gauge) — Lionel offers 
the only efficient 100% Electrically con- 
trolled Railroads both for “O” Gauge and 
“Lionel Standard” Track. Lionel’s new 
“O” Gauge Super-Motor Locomotives haul 
twice as many cars as any other make. 


TRACK “LIONEL STANDARD” 
(24%" Gauge)—New Powerful Super-Motor 
Locomotives, new Passenger and Freight 
Trains, in many different models and sizes, 
incorporating numerous new and exclusive 
Lionel features. 


FREIGHT TRAFFIC DIVISION 
—29 new types of Freight Cars, both for 
“O” Gauge and “Lionel Standard” Track, 
—real rolling stock in miniature. 


ACCESSORY SPECIALS—Nnew Traf- 
fic and Crossing Signals with “Blinker” 
Light—New Accessory Sets attractively 
boxed—And the marvelous new Lionel 
Semaphore-Train-Control. They will make 
model railroads more thrillingly real, 


DE LUXE FINISH—Tne finest automo- 
biles have no better finish than Lionel 
Products, all hand-enameled in gorgeous, 
lasting colors by Lionel’s exclusive process. 


LIONEL TERMINAL — Visit Lione!’s 
New York showroom, “‘ Model Train Head- 
quarters of the World”. A real Railroad 
Terminal, alive with useful merchandising 
and display suggestions for dealers, 


Place Your Lionel 
Order NOW! 


Send for the handsome new Lionel 1927 
catalog and interesting dealer proposition 


THE LIONEL CORPORATION 
15-17-19 East 26th Street, New York, N.Y. 


Western Coast Office—M. Sweyd, Representative 
788 Mission Street, San Francisco, California 








“STANDARD OF THE WORLD SINCE 1900” 











- FIONELS =“ TRAING 


“MULTIVOLT” TRANSFORMERS 


Lionel Train Outfits Retail from $5.75 to $300 
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TOOL CHESTS FOR BOYS 


— 





Bearing the Famous | 


’ BUDDY L- 
T. rade Mark 

















Every Loy knows the BUDDY 'L“/ine 


A wooden chest of lasting durability, 24 inches long, 12 inches wide, 7 inches deep, finished in 


and black lid, trimmed with heavy black enameled corner irons and fitted with a 


colors—red bod 
L” brass lock with two keys. Chests of all four numbers are of the same size and 


Corbin Buddy “ 
construction. 


No. 1 contains 20 items to retail at 
No. 2 contains 23 items to retail at 
No. 3 contains 26 items to retail at 


No. 4 contains 35 items to retail at 

The completeness of the Buddy “L” line of Tool Chests and their prices make them more 
attractive to both dealer and customer than any others offered. 

These Tool Chests will be advertised this Fall in many of the leading publications. Every boy 
who buys a Buddy “L” Tool Chest can obtain through you full size working drawings, furnished by 
the Buddy “L” Designing Department. These will encourage him to make larger and more elaborate 
articles. As he progresses he will feel the need of more tools—a positive method of keeping him 
in constant touch with your store. 

Write in today for complete information on our sales plan, advertising and literature. 














eS 
FLUIDID\ ee 


LUMP isla tee ke ONSS 
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NO W—Marlin Guns Move Fast with Good Profit for You 


Spent te years of dependable performance. the prestige of popular 
approval . . . all goes to give a demand to Marlin firearms. There’s 
a good profit, a quick profit in every sale. Order your Marlins early. 
Advertised to 18 million people. Send for Catalog. 

In addition to Model 43 shown here, Marlin also makes the 12 gauge 
Hammer, Model 42 and the 20 gauge Hammerless, Model 44, and a 
complete line of Rifles. 


The Marlin Firearms Co., 143 Willow Street, New Haven, Conn. 


Marlin Shotgun Model—43-A 


12 ga. take-down, hammerless, 30 or 32 inch. 
Full Choke, 28 inch Modified Choke. or 26 
inch Cylinder Bore, matted barrel. 6 shots. 
Solid Steel Breech, inside as well as out. 
Solid Top. Side Ejection. Press-Button Cart- 
ridge Release to remove loaded shells from 
magazine. Automatic Recoil Hang-Fire Safety 
Device. Double Extractors. Trigger Safety. 








Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 











BIGGEST SELLER OF THEM ALL 





Can be retailed 
for $1.98 at a good 
profit. Going fast. 
Get your order in 
early to insure Fall 
delivery. 


All steel, resilient 
shock - absorbing 
seat; rubber pedals; 
sturdy, comfortable, 
noiseless. 


Samples and new illus- 
trated folder on request. 











That $1.00 Scooterat 

Retail is the Sensa- 

tion of the Wheel 
Goods Trade. 

















KIDDIE KAR 


Trade Mark 


“KIDDIE” Vehicles 


Trade Mark 
The original and still outstanding leaders in vehicles for 
tiny tots—KIDDIE KAR, KIDDIE PEDAL KAR, and 
KIDDIE KAR STROLLER all are protected under basic 
KIDDIE KAR patent now sustained by United States 
Circuit Court of Appeals, Second Circuit. 


H. C. WHITE ose 
NORTH BENNINGTON, 


a Kar, Kiddie-Pedal-Kar, Kiddie-Kart, Ee 
ddie-Skooter, Kiddie-Kar Stroller, Kiddie-Tender. 











Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
jou can do. 


Read about these successes and 
then turn to the advertising : 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 





























There are Falls City Boxes that cost but little 


more than an old tin can, but that enable the angler 


ee enjoy conveniently and securely carried bait. 


Send for a Semple 





Stratton and Terstegge Company 
Incorporated 


Louisville, Kentucky 
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The Golf World 
must have been 
Just Waiting 
for a GUARANTEED 
50¢- Ball 





UST two months ago we an- 

nounced the Burke Fifty-Fifty 
—a new ball, selling at fifty cents, 
guaranteed unqualifiedly for fifty 
holes. 


The golf world seems to have been 
just waiting for a ball of this quality 
at this price. 


Wherever the Fifty-Fifty was put 
on sale, it has “repeated!”’ Golfers 
have realized that a ball doesn’t 


have to be high priced to be good. 


Your ball profits are doubled because 
the sales are increased. Have you 
opened up this gold mine yet? Orders 
filled in rotation in which they are 
received. 








CUBS -BAGS: BALES 


THE BURKE GOLF CO. 
NEWARK, OHIO 


The Burke Fifty-Fifty Makes Good ... or We Do! 

















Bigger Profits 
for Dealers 


New Model 





ey “CHICAGG” 


TRADE MARK REG. US. PAT OFF. 


y Roller Skates 
RUBBER 


TIRES 
Now Starting! 


L 
RON, ~ 


National Advertising 
and Merchandising Campaign 
on a Larger Scale Than Ever! 


Write for details of Startling new mer- 
chandising plan, catalog and prices. We 
manufacture every type of Roller Skate 
—Sidewalk Skates with Rubber Tires or 
Steel Wheels; Rink and Racing Skates 
with shoes attached. 


New Bcok on Roller Skating 
for FREE Distribution 


The first and only book of its kind 
—full of helpful pointers on Roller 
Skating—how to start and _ stop 
correctly, attaining speed, position 
of body, ete. There will be a big 
demand for th’s book, and the book 
will sell more “CHICAGOS.” 
Every dealer selling ‘““CHICAGOS” 
will be furnished with a quantity 
of these books to give away to 
customers. 


CHICAGO ROLLER SKATE CO. 
Established Over 20 Years 


4456 W. Lake St., Chicago, Il. 
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by implify Your Buying 


- yand stimulate your sales of - 


- Garden‘Hose! 


OSE buying is simplified when you standardize your 
stock on Goodrich; one order covers as many brands as 
you need to meet the requirements of all classes of trade 
in your town—and your stock comes from garden hose 
headquarters, the plant that has built its products on a 
quality basis for 57 years! 
And now the same Water Cure process that increased the 
mileage of Silvertown Tires is used in making Goodrich 





ie & oes Sota Garden Hose—welds rubber and fabric together so firmly 

curing. Note size of the yarn that only actual destruction can separate them! 

and thickness of the wall. 9 ° ° ° 
If you haven’t found garden hose a ready-selling line in 


the past, stock Goodrich for 1928! Silvertown Tires, Zipper 
Footwear, Goodrich Drug Sundries are in use by millions 
of home-owners—and broad-gauged Goodrich advertising 
will help you cash in on their good will with Goodrich 
Garden Hose. 

Conveniently located jobbers distribute Goodrich Gar- 
den Hose—there is one near you. Ask him about our line 
of hose for 1928. If you do not know his name, write to us, 
addressing Department 18-D-12. 


THE B. F. GOODRICH RUBBER COMPANY 








Thi le of Goodrich H ° P 
hen heen oun eusedl ley dhaben- Established 1870 Akron, Ohio 
— ae ng wr ner mo Goodrich Radio Hour . . . Listen in every Wednesday evening over the following stations: 
drives rubber through braid, WEAF, New York City WGR, Buffalo WWI, Detroit WOC, Davenport 
compressing and uniting all WEEI, Boston WTAM, Cleveland WSAI, Cincinnati WSM, Nashville 
parts perfectly, insuring { WIJAR, Providence WCSH, Portland, Me. WGN, Chicago WCAE, Pittsburgh 
against separation. = WTAG, Worcester WFEI, Philadelphia KSD, St. Louis WHAS, Louisville 
WCCO, Minneapolis-St. Paul WSSB, Atlanta WMC, Memphis 


Goodrich % 


BEST IN THE LONG, RUN 
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This Display Sells 
Glass Cutters 


We make a complete line of glass cutters, includ- 
ing the Turret Head style, six wheels in one, and cir- 


It gets the man who didn’t come in to buy a 
glass cutter, but says: “There they are, and I know 
I need one!” 

And it gives the fellow who did come in for 
one a chance to look them over, and buy without 
having to be sold. 

No. 801 has a first-class cutting wheel (with- 
out which no glass cutter is worth a nickel). We 
harden these wheels by our cage process, and 
hone them twice, to exactly the right angle. The 
result is more feet of cutting, and cleaner breaks. 

The handle is comfortably shaped, all metal, 
nicely balanced for tapping to break. 

The card is 1034 x 8 ah i inches. Roving eyes are 
stopped by it. The cutters are held in place by 
elastic that contracts, leaving no slack as they 
are removed. 


GOODELL-PRATT COMPANY oodomniith, 


See our exhibit of Electric Drills at the 
National Stee! and Machine Tool Ex- 
hibition, Detroit, Sept. 19 to 23. 


GREENFIELD, MASS. 


GOODELL PRATT 


1500 GOOD TOOLS 





f : 
o * F 
an 


cular cutters. These, and our complete line of tools 

for carpenters, mechanics, machinists and handy men, 

are shown in 400-page catalog which will be mailed 

on request. Finer tools are not made than those that 

bear the name of Goodell-Pratt. | 
See our current advertising in Popular Mechan- 4, - 

ics, Popular Science Monthly, Carpenter, 4.) _ 

Automobile Trade Journal, Motor Service, : 

American Machinist, and Machinery. 


4% inches long 
N List $2.25 
O. Dozen 


Display put -, in strong flat envelope with 
stiffening board 










Susck. “pore . ' 
BPSD (908 a a rail cect 

















“ 
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Now Come School Days 


and the Big Fall Demand for Ingersolls 





For Your Counter 


A high grade silent salesman. Made of wood, metal and 
glass. Mahogany finish. Velveteen tray. Removable, inter- 
changeable price tickets. Height 1334”. 














For School Time an INGERSOLL 


fo% 




















For Your Window 


Window cards that make sales to school boys and girls, 
and to their parents. Larger card is 9x 12. Used with watches 
and boxes they make a very attractive window display that 
takes up little space. 


A Special Proposition for Fall 


The whole secret of selling Ingersolls is in letting people 
know you have them. Our records show that the bulk of 
Ingersoll sales is made in stores where Ingersolls are dis- 
played regularly. 


A display in your window and a show case on your counter 
establishes your store as a os to buy Ingersolls—makes 
Ingersoll advertising your advertising—and means maximum 
sales and profits. 


That’s the Ingersoll Fall Proposition—the show case as 
illustrated above, the window cards, along with the assort- 
ment of 12 watches as listed below—ten different models— 
practically a sample line. 


At a total cost to you of just $26.24 (watches $25.24; 
show case $1.00; cards free). Packed complete in one 
package. A liberal profit on each watch, and quick, easy 
sales assured. 


12 Watches as Shown Below—the Handsome Show Case, 
the Window Cards—Total Cost only $26.24 


Sell for Each 
3 YANKEES. : ‘ . $1.50 
1 ECLIPSE ‘ ° . ° . 2.50 
Ea a ee 
1 MIDGET , , ; . ° 3.25 
1 WATERBURY (plain) . ° ° 4.50 


Sell for Each 
1 WRIST (plain dial) ‘ : $3.50 
1 YANKEE RADIOLITE . . ‘ 2.25 
1 JUNIOR RADIOLITE . ‘ F 4.00 
1 WRIST RADIOLITE . é . 4.00 
1 RELIANCE . ; ‘ : 6.00 


MAIL YOUR ORDER TODAY! 


School days are here! The boys and girls need watches. The grown folks, too. A big Ingersoll Fall erage 
Campaign to remind them. All you need do to order the assortment and get the show case and window cards 
is to drop a card to your jobber or to us direct, saying “Send the 7C Show Case Assortment for School Days.” 


INGERSOLL Watcu Co. Inc., 


30 Irving Place 


290 First St. 
San Francisco 


215 W. Randolph St. 


New York Chicago 
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2x2 mesh No. 15 
Gauge (.072) Galvanized. 








(© ) 
Buffalo 
ne 
Wire 
Cloth 


BUFFALO WIRE WORKS CO. 


















BUFFALO, U. S.A. 





The Yellow Tag with 
the Buffalo is your guar- 
antee of Quality, Service 


and Satisfaction. 


waM 


Trade Mark Reg. U. 8S. Pat. Office 


It Stands to Reason 


—that when a firm has been in the business of manufac- 
turing wire goods for 58 years, they must have confronted 
every possible wire protizm, experimented with every 
type of wire, and learned nearly all there is to wire and 
wire products. 


It seems logical, then, to believe that at the end of half 
a century of wire manufacturing their product must be 
correct or they never would have survived, and that the 
combined experience of those years must appear in it. So 
it is with “Buffalo” Wire. Take the hardware grade, for 
example. 


Throughout the various stages of production—from the 
weaving on specially constructed power looms, insuring 
accurate mesh and uniform selvage, to the final spelter or 
zinc baths which thoroughly solder all intersections— 
“Buffalo” Standard Galvanized Hardware Grade Wire 
Cloth maintains the standards set by experience. It is 
not galvanized until after your order has been received, 
assuring you of a clean, bright product, with the extension 
of an absolute guarantee of satisfaction. Rush shipments 
are filled from stocks that are never more than two days 
old. 


You take no chances when you stock “Buffalo” Wire. 
Behind every square inch of it stands the name and repu- 
tation of one of the oldest and best-known firms in the 
field. Catalog No. 8-AB sent on request. 


STANDARD HARDWARE 
Sizes range from 2 to 8 
mesh in 24”-30”"-36”"-42”- 
48” widths. Any type, 
mesh, gauge or width can 
be made to order upon 
receipt of specifications. 


BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler’s Sons) Est. 1869 
518 Terrace Buffalo, N. Y- 


Manufacturers of 


UNO ThE; 


Made up to a Standard—Not down to a Price : 
1 


2x2 mesh—Standard Gal- 
vanized Hardware Grade. 
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HE danger in buying job-lot wrenches is many- 

fold. Often imperfect, unwarranted and amount- 

ing to little less than a collection of misfits, they prove 

far more expensive than the best known wrenches you 
can purchase. 

The wise buyer insists on a standardized line, backed 
by a reliable manufacturer, and he finds it in 
WILLIAMS’ SUPERIOR CARBON STEEL 
WRENCHES. 

A single line of 40 patterns in about 1000 sizes, case 
hardened, finished in black enamel (baked on) and with 
polished heads, all fully guaranteed. Write for fur- 
ther information. 


J. H. WILLIAMS & CO. 
“‘The Wrench People’’ 
NEW YORK BUFFALO CHICAGO 


’ vi OROP-FORGED 
S 


SUPERIOR 


Carbon Steel 
DROP-FORGED WRENCHES 


224-20-1 
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ALLENS 


Parlor Furnace 








Last year Allen Dealers enjoyed unprecedented sales 
because of the exclusive “Oldtime Fireside Cheer’’! 


This year Allen leads again, with another wonderful 
exclusive improvement— Heat Radiating Fins. Al- 
ready, dealers are reporting sales exceeding their 1926 
records, 


Now, while Allen’s national advertising is in the 
public eye, line up with Allen! Before some other 
enterprising merchant beats you to it, write or wire 
for our interesting proposition. 


ALLEN MANUFACTURING COMPANY 


Stove Specialists for a Quarter Century 
Nashville, Tennessee 


Allen Parlor Furnaces are distributed from stock in the following cities: Allen’s Oldtime Fire- 

Boston Harrisburg Milwaukee Seattle H 

Syracuse Minneapolis Missoula Columbus side Cheer 

Des Moines Spokane Portland Charleston Patent Numbers 

Dallas St. Joseph Grand Rapids San Francisco 69,731—1,604,869 
Trademark Number 202,578 


4 5 With the outer cabinet doors 

Se 4 | Pte opened Allen’s gives all — 
‘ ae peermes: emma +s een itp - comfort, the restfulness an¢ 

: = : pe cheer of the old-fashioned 


fireplace. With the doors 
closed, Allen’s resembles a 
piece of beautiful period 
furniture. 











Allen’s Heat Radiat- 
ing Fins 
This wonderful, new, exclu- 
sive construction increases 
heat radiating surface 100%, 
strengthens and prolongs the 
life of the heating unit, gives 
more heating capacity, saves 
fuel. Think what it means 
to your customers! Thi 
of the sales jump it gives 
you on competition! 
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There are 2 sides to the!g@# Sash Cord Question 








1. DURABILITY 


The cost of rehanging a window 
often falls on the builder.: Re- 
placing one broken cord can more 
than make up the difference in 
cost between Samson Spot and a 
cheap variety for an_ entire 
dwelling. 


Durability is one side of the sash 
cord question that people are 
beginning to think about. You 
can recommend Spot Cord as the 
most durable, and in the end, the 
most economical material for the 


purpose. 


2. SALABILITY 


Everyone knows Samson Spot Sash 
Cord. It has been sold by hardware 
dealers for 38 years. 


Today it is better known than ever. 
Every month it is advertised to more 
than 200,000 builders and architects in 
the United States alone. You can in- 
crease your profits with this reliable 
cord by showing it to your customers. 
Architects specify Spot Cord. If you 
don’t carry it you lose profitable sales. 


CORD: 





—both answered with 


SAMSON SPOT 


Solid braided of extra quality cot- 
ton yarn spun in our own mills. re . 
We thus know it is good—all of it. (« cliffe reuce | 








This braid is firm and even, andis Wade ( We Manufacture 
guaranteed free from imperfection ., ae ney gga _ 
. : : ton Cord o 

in braid or finish. Constant care ; Kisils aad Qualities 
and inspection and accurate modern machinery jn All Bees, for All 
make this possible. P urpénes: Also 


i Gl d Cott 
Contains no loading materials or adulterants. Fully Puta, pe aitad 


stretched, glazed; and identified by the colored spots ow 
in any color, our trade mark denoting this one best Catalog Free 
grade. 


*This name, and the colored spots in any color are registered trade marks 


SAMSON CORDAGE WORKS 


88 BROAD STREET BosTON, MAss. 


TRADE MARK 
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HEYRE the four types of Meisselbach 
Reels—trout, bait-casting, level wind and 
surf. They can’t be beat as fast sellers 
and money makers, because they offer 
the biggest and best value for the fisher- 
man’s dollar — and fishermen know it. 


In every one of the four types there are many 
different sizes and models—thirteen in all, from 
$7 to $36. Every one of the most modern design, 
made of the finest materials money can buy, and 
built with the precision and care of a fine watch. 
Ample line capacity, just the right weight, silent, 
and smooth-running as silk without the 
slightest vibration. 


Meisselbach Reels are advertised in all leading 
sportsmen’s papers and they are the only reels 
advertised the year ‘round. 


Sell them? You couldn’t help it. And every 
Meisselbach sold means an enthusiastic customer 
o who'll appreciate the fishing joy you’ve given him. 
P Send for samples and prices, and our plan to help you sell. 
O° THE A.F. MEISSELBACH MFG. COMPANY 
Elyria, Ohio 














Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N.Y. Southern Representative: Louis Williams & Co., Nashville, Tenn. 
Western Representative: Fred Goetz, 1077 Lincoln Ave., Milwaukee,Wis. | Far Western Representative: Phil. B. Bekeart Co.,717 Market St.,San Francisco,Cal. 
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An neement 


of Transcendent Importance 
to Every User of Cap Screws 


In the laboratory of science and in the laboratory of our experience 
and the experience of our customers the latest developments have 
had a full and rich opportunity to demonstrate their worth and to 
add to their achievements. ; 


And out of this has some time since come the Foster Supertensil 
Cap Screw, a cap screw that compares as favorably with ordinary 
cap screws as ordinary cap screws compare with bolts. 


An ordinary cap screw has a tensile strength of 60,000 pounds per 
square inch while the Foster Supertensil cap screw has a tensile 
strength of 100,000 pounds per square inch. 


Made from §S. A. E. 1035 high carbon steel, heat treated in a new 
modern heat treating department under the direct supervision of 
trained metallurgists aided by every known scientific laboratory aid, 
there is built into this cap screw an ability to withstand wear and 
tear, stresses and strains, that never before has been built into any 


cap screw. 


All of which has been tried and proved by experience and use—the 
most definite and incontrovertible way there is to prove it. The 
Foster Supertensil Cap Screw is on a big production basis and is now 
available to all users. Samples on request. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND CHICAGO 
Union Ave. and East 72nd St. 6249 to 6265 West 65th St. 
Telephone Broadway 840 Telephone Hemlock 4484 


Suipertensi 


Cap Screws 











With doors open the 
Fireplace Radiona pre- 
sents the glow and 
comfort of the open 
fireplace. In _ heating 
ability it far surpasses 
any type of fireplace— 
in beauty this new 
heater surpasses any- 
thing ever cffered in 
portable home heating 
devices. 
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It Pays to Sell “Wear-Ever” Because Women Want “Wear-Ever” 











WEAR-EVER 


AISA 


ALUMINUM 


EY 











Aluminum Dutch Oven 


LTHOUGH the “Wear-Ever” Dutch Oven is a 
new member of the “Wear-Ever” line, it already 
has proved itself a splendid seller. 


Think of cooking meats and fowl in their own 
juices—without water—on top of the stove! 


How much more delicious they must be when 
cooked in this way! 


The “Wear-Ever” Dutch Oven can also be used 
for stewing and deep fat frying and for baking—on 
top of the stove — such foods as apples, potatoes, etc. 
This splendid utensil can also be used inside the oven. 


©The BEST COOKS use 


Aluminum 


THE ALUMINUM COOKING 
UTENSIL COMPANY 


New Kensington, Pa. 
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Titaining NEW HEIGHTS 
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Mt. Lowe (Calif.) Incline 
Famous Railway, 

extending up precip- 

itous mountainside 


















Pprrceo balanced, trimmed 
down and keyed to the pre- 
cision limits of a fine racing machine, 


here is the all-steel coaster wagon at the 
very height of perfection. 






Evidence of genuine quality is manifest 
in every single unit of its construction. 
One quickly perceives smoothness of 
operation and quiet-running in this sturdy 
vehicle. 







Trust Gendron to build for reputation 
first and profit afterward. See 
more details on the reverse page 
write now for big colored catalog 






THE GENDRON WHEEL COMPANY 
TOLEDO, OHIO 
New York Office. 7 E. 17th Street 
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265 VEHICLES 


(5 HE weight of the 
man in the picture 
gives some idea of the 
strength of the Pioneer 
All-Steel Racer. While 
this man probably out- 
weighsthe heaviest load 
€ver imposed on a coas- 
ter wagon, nevertheless 
the No. 50 Pioneer has 
withstood the weight of 
four menon actual test! 
The great strength is 
due to the patented 
“‘bridge’’ construction. 
The bottom and sides 
are ribbed and are sup- 
ported by a scientifi- 
cally constructed under 
carriage. 

Heavy gauge steel of 
finest quality is used 
throughout. Bracings 
are of strap and angle 
iron, 








GENDRON LINE 











Look at the gear of a Pio- 
neer Wagon. There is the 
whole story of long life and 
perfect performance. Note 
the truss bridge bracing, 


See the strong tubular han- 
dle curved to the correct 
steering position. A unique 
bracket prevents the handle 
from striking the top roll of 
the box and is a strong sell- 
ing feature. 


oe 





woo ONLY FIVE SHOWN HERE 

















The Gendron Roller Brake saves the 
big balloon tires and brakes the wa- 
gon very effectively. A standard 
feature on the No. 50 Pioneer Racer, 
and one of the many Gendron points 
of superiority that helps to sell more 
vehicles. 


This cross section of 
the all-steel wagon 
box emphasizes the 
large roll edge on the 
top and bottom of 
the body sides, and 
shows how the box 
isbraced. Noticethe 
ribbed steel bottom. 
Whole body detach- 
able by removing 
four bolts. 











The Pioneer Line of Great Variety 

















No. 13 Merry-Go-Round 





No. 35 Auto Bike No. 12 Airplane 


‘Pioneer Line” 
“Vehicles for Children 
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TIMKEN «. BEARINGS 
| Roller 

Timken Bearings make the Whirlpool Washer 
work better. Less friction and’ less lubrication. 


Lower power consumption. Greatest protec- | 
tion against wear at the most vital place. Tr 












Every dealer knows it. But best of all, every 
prospect accepts the truth of what you know, 
because the Timken name stands for mechan- 
ical excellence, endurance, economy. 












The scientific design and high value you talk 
about become a settled fact when you say 
“Timken-Equipped.” 


Progressive dealers are expecting this sure 
A Product of the 1900 Washer sales leverage in appliances that are progres- 
Company, Binghamton, N. Y. . 

sively made and marketed. 










THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Announcing Atkins New Household Set No. 1 
“ATKINS ALWAYS AHEAD” 





jo. 2 Hack Saw 


io, 9 Hand 


saw 


Be acaba a aoe so 
Hole Saw and Pad No. 29 Saw Knife 


SS Kitchen Saw 


Grass Hook 


A NEW SOURCE OF PROFIT FOR WIDE-AWAKE MERCHANTS 
SOMETHING NEW! A TREMENDOUS MARKET FOR THIS FAIR PRICE SET 


HOUSEHOLD SET No. 1 
IS A REAL UTILITY KIT FOR THE HOME 


After years of close study of the home market, Atkins research department has developed the ATKINS HOUSEHOLD SET as illustrated 


consisting of the following: 
No. 9 Home Builder Hand Saw No. 1 Grass Hook 
No. 1 Hack Saw Frame & Blade 6” Mill Bastard File 
No. 88 Kitchen Saw 6” Slim Taper File 
No. 1 Keyhole Saw & Pad No. 29 Saw Knife 
You will find a market ready for this necessity. FURTHER INFORMATION AS TO PRICES ON REQUEST. 


OTHER WELL KNOWN PROFIT MAKERS SPECIFY THESE HIGH GRADE, EASY SELLING SAWS 


ee nna 5 tl — - — — _— Atkins No. 51 is favored by those who prefer the old 
ae SS ae pode , re? style handle. SILVER STEEL Blade, Skew Back, Regu- 


Improved Perfection Handle of rosewood. Made in regu- 
lar and ship patterns. The 401 Straight Back is also lar or Ship Patterns, beautifully polished. A fast cut- 
made in regular and ship patterns. Packed in holly ting, easy running saw. Packed with Christmas label. 


boxes for your Christmas Trade. 


— an ve ; : - ie Beck Atkins Junior Mechanic for the little fellow or for the 
Atkins No. 53 is the carpenter's favorite. ew Hack, home work shop. Blade is of thoroughly and evenly 
Regular or Ship Pattern, SILVER STEEL blade damas- tempered steel, skew back, polished. Made in 20 inch, 


keen finish. Applewood handle, Improved Perfection pat- 
tern. Packed with Christmas label. 8 points only. Packed with Christmas label. 


E. C. ATKINS & CO. 


Established 1857 — The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities: 


ATLANTA CHECAGO NEW ORLEANS PORTLAND, ORE. SEATTLE PARIS, FRANCE 
MEMPHIS MINNEAPOLIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 
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(ey FAMOUS DECORATORS 
find 
McKINNEY 
FORGED IRON 


APPROPRIATE FOR FINEST PERIOD SETTINGS 





requests for this type of work 








jf: ADDITION to the standard 
designs (Heart, Curley 
Lock, Tulip, Etruscan and 
Warwick) McKinney has 
created a SpeciAL Desicn De- 
PARTMENT which executes, 
with unusual dispatch, orders 
for forged iron pieces of any nature. 


The department is most essential for 
assisting Builder’s Hardware Depart- 
ments in bidding on Churches, 
Theatres, Schools, Hotels, Apartments, 
Large Residences and Clubs, and in 
satisfying the needs of customers requir- 
ing special pieces. 


There have been so many urgent 


The illustration below is reproduced from one of the current McKinney national advertisements. The room 
is of the Italian motif designed and executed by the Francis H. Bacon Company, prominent decorator of 
New York and Boston. The forged iron hardware is by McKinney. It is the McKinney Alhambra design. 


The drop ring handle of the 
special Alhambra design 


prompted by the desire to 
secure the benefits of 
McKinney texture, finish 
and rust-proofing that the 
Forge Division instituted this 
special department to make 
its service complete in every detail. 


In order to acquaint your architect 
customers with this extension of your 
service a special portfolio has been 
prepared. Distribution of these books 
can either be made through you or 
direct to the architect by forwarding a 
list to Forge Division, McKinney 


Manufacturing Co., Pittsburgh, Pa. 
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TRADE 


WIN 


By Llew S. Soule 








The Wheat and the Chaff— 


a 10-cent store. It never has been and it 

never will be. It can use to advantage 
some of the methods of the 10-cent store, but 
when it attempts to put any great percentage 
of its business on a Woolworth basis, it loses 
its identity and a large part of its profits. 

The open display method of the 10-cent 
store is a practical method. It should be, and 
will be adopted by progressive hardware mer- 
chants. However, the hardware man who 
adopts open display tables and then puts on 
those tables only the same types and grades 
of merchandise shown by the low price chain 
stores, is making an economic mistake. 

He is catering to the sale of low priced 
articles in direct competition with powerful 
chain stores who buy this line of merchandise 
cheaper than he can hope to buy it. Mean- 
while he is getting away from a quality basis 
to one of price only. He is playing the other 
fellow’s game—a game in which he is a handi- 
capped novice competing with unhandicapped 


experts. 

How then should the independent hard. 
ware merchant use his open top display 
tables? 


Primarily, he should use them to get more 
merchandise out where his customers can 
see and handle it; to impress the public with 
the variety and range of his stock. His main 
use of them, however, should be to show 
quality merchandise in comparison with cheap 
goods; to allow people to buy cheap goods 
if they insist, but to sell his customers mer- 
chandise, the price and quality of which takes 
it out of the chain store competition class. 

Take screw drivers as an example. Display 
some ten cent ones to show that you can meet 
ten cent competition. But in addition show 
25 cent, 50 cent, 75 cent and even dollar screw 


Tor Independent Hardware Store is not 


drivers to prove that you also handle quality 
merchandise. 

If a customer says: “I didn’t know that you 
carried a 10-cent screw driver,” tell him that 
you do carry as good a screw driver as can 
be retailed for ten cents; that if he only wants 
one to take out of few comparatively loose 
screws, it will probably fill his wants. Ex- 
plain to him, tactfully, however, that it is 
practically impossible to make a quality screw 
driver to sell at ten cents, and that if he wants 
a tool on which he can depend, it will pay 
him to purchase a better grade. 

Hand him the cheap tool and one of better 
grade, then show him wherein the better tool 
is better. He will almost invariably buy the 


quality article. 
One eastern hardware merchant who has 


‘tried out this plan, reports that in three 


months he doubled his screw driver business. 
The significant thing about it, however, is the 
fact that 90 per cent of the screw driver sales 
were in the-quality class. Similar results 
were obtained in other lines which were dis- 
played on a comparative basis. 

If the bulk of your business is allowed to 
drift to low priced articles, you must increase 
your sales tremendously, or lose money. 
Meanwhile the profits on the highly competi- 
tive cheap articles are abnormally small. 

Compete with the chain stores in display, in 
advertising, in cleanliness, in price-marked 
goods, etc., but beat them at their own game 
by selling profit bearing, quality merchandise. 

In other words, it is a good business to 
adopt any of the 10-cent store methods which 
will increase your business and your profits, 
but it is poor business to attempt to transform 
your hardware store into a 10-cent store. 


Success depends largely on a proper separa- 
tion of the wheat from the chaff. 
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And Now For Fall Sporting Goods 


With the autumn tang in the air the sporting 
goods department will take on a brisk atmos- 





phere. Make use of the natural advantages. 


ITHIN two weeks schools will resume sessions. 

Plans will be made immediately for the fall 

athletic program. This will include football, 
basketball, golf, soccer, tennis, lacrosse, bowling, track 
events and indoor gymnastic drills. With school athletic 
boards the strictly fall sports will receive most attention, 
but equipment for all of the sports mentioned will be 
checked and specifications prepared indicating just what 
will be purchased by the school boards. . 

In Middletown, Conn., Smith & Bishel will show the 
true hardware spirit. Bishel will be on the job soliciting 
and placing his bid for the school order. He will ad- 
vertise in the school paper to attract the many private 
purchases, by those not equipped by the school. 

J. L. Watkins, president, Smith-Watkins Co., hard- 
ware dealers in Lexington, Ky., will send his sporting 
goods department manager to local schools, the Y.M.( Pv 
and clubs to see what is doing in fall sports and in this 
way be in line for the orders on equipment. This firm 
has been in the hardware business for thirty-three years 
and is now entering its fourth year in the sporting goods 
field. Local demand forced this company to sell sport 
goods, so Mr. Watkins assigned a likely young man in 
the sales force to specialize in this new department. 
Being a thorough outdoors man himself, Mr. Watkins 
picked a man with similar leanings and is convinced that 
the hardware merchant can develop a good trade in this 
line if he assigns the job to one individual for complete 
handling. 

The man assigned to sport goods was sent to the 
factories making the lines handled by the store. He 
spent two or three weeks learning how the various items 


LARK HARDWAR! 


were made and tested. He found out why certain proc- 
esses were intended to give the user greater service. 
This practical experience coupled with his love of out- 
door sports has given the store a double barrel selling 
shot gun when selling the big orders to schools, teams, 
clubs and the local Y.M.C.A. When this young man 
went to the factory for education the local’ papers car- 
ried a news item and the store ran an advertisement ex- 
plaining his absence. 

Selling these big orders is only part of the job, as 
much more equipment can be sold to those not on teams. 
To interest these, frequent window displays and news- 
paper advertisements are used. The individual buyer ap- 
preciates the help which Smith-Watkins Co. offers in 
the selection of equipment. During the fall outdoor 
season the sporting goods manager is a busy and prof- 
itable employee. 

Henry Funk, who operates the Warren County Hard- 
ware Co. in Bowling Green, Ky. also goes after the 
sporting goods business. He enjoys a volume which 
exceeds $15,000 each year. Henry has a very special 
service with a sure-fire appeal among the team buyers. 
His window trimmer, W. H. Lowe, cuts initials, em- 
blems, monograms and letters out of felt for use on uni- 
forms. Ordinarily a team wanting the felt letters or 
emblems must send away, pay a high price and wait a 
long while for delivery. Mr. Lowe does the job right 
away, is very good at it and the store charges a fair price. 
The appreciation of this little service has spread Henry 
Funk’s sporting goods sales area to a radius of 75 miles 
and makes it necessary for two or three full-week trips 
each year to handle the big business in sporting goods. 
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Many people save their holidays until the fall, because 
they enjoy the cool days and brisk mornings which 
herald the coming of winter. To these people J. A. 
Mahoney, Inc., Deming, N. Mex., appeals in the sale of 
guns, ammunition, hunting jackets, tents, cots, camp 
tools, luggage carriers, camp cook stoves, cooking kits, 
folding tables, flashlights, cutlery and the many other 
necessary parts of equipment which the fall camper must 
have for comfort and convenience. Mr. Mahoney was 
kind enough to send us a photo of a recent window dis- 
play intended to attract the camper’s eye and inspire him 
to have a complete outfit when he goes camping this 
fall. A realistic camp scene reproduction offers prob- 
ably the best window idea in that the display of merchan- 
dise, placed as though in use or ready for use will in- 
tensify the buying desire of the prospect. Note that 
Mahoney did not forget a can of oil, lantern, game traps 
or anything else useful. 

The country around Jamestown, N. Y., is great for 
shooting and, of course, the late fall and the early 
winter is the open season. Clark Hardware Co, makes 
a strong bid for the hunter’s business by using frequent 
window displays attractively prepared. 

In displaying guns, ammunition, hunting apparel and 
the various extras it is well to flavor the display with 


Early Fall Sporting Goods Windows Help 
You Get Off to a Good Start 


Here are some suggestions for window trims that will 
start the urge to answer the call of the outdoors. 
Autumn browns dominate the color schemes of these 
windows. The football window at the top was done by 
Warren County Hardware Co., Bowling Green, Ky., 
J. H. Mahoney, Deming, New Mexico, used the camping 
layout, and the inviting sporting goods department is 
that of Smith-Watkins Co., Lexington, Ky. The photo 
on the opposite page is the attractive display of the 
Clark Hardware Co., Jamestown, N. Y. 





autumn foliage to give it the fall color tone. Many 
merchants seem to have their best displays in the fall 
and we know from observation that fall atmosphere 
displays always draw the large crowds. 

Many of the outstanding successes in the sale of 
sporting goods are those hardware merchants who paid 
attention to the large market for shooting and fishing 
equipment. Both of these lines you will find in prac- 
tically every hardware store. If you build up a real 
reputation for handling and knowing the gun and 
ammunition line, you can easily develop an interesting 
and profitable general sport goods department. Remem- 
ber the man and woman who fish and hunt in season 
are regular outdoor folks who will be the stores best 
customers for tennis, golf, baseball, swimming, and 
football goods. The baseball and football trade may be 
pretty well limited to the men but the ladies will be 
in on the rest and in on the basketball season. 

Too many dealers fail to appreciate the sales oppor- 
tunities during the indoor gymnasium period. For this 
work the customer needs running shirt, running trunks, 
supporter, sneaks, sweat shirt and some equipment such 
as dumbells, exercisers, boxing gloves, striking bags, 
indoor baseball sets of ball and bat, rowing machines, 
wands, wrestling mats. 

The fall outdoor season has started. Now is the time 
to get busy. Don’t forget that teams, clubs, leagues, 
schools, churches, gym and the local Y. M. C. A. will 
need equipment and that each order from this group 
runs into real money. The contact developed in seeking 
these large orders will identify your store as a good 
place for individual sporting goods needs. Your local 
organizations depend upon local support to exist and 
(Continued on page 88) 
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Judge Gary’s Will 


By Saunders Norvell 


of the United States Steel Corporation, was re- 

cently filed for probate at Mineola, Long Island, 
where the Judge had a country estate. The will was a 
very long instrument. In this article we will comment 
especially on that part of the will warning his heirs in 
regard to their investments. This warning, coming from 
a lawyer, a judge and an experienced business man like 
Judge Gary, has been the source of widespread interest. 


d Rez will of Elbert H. Gary, chairman of the board 


x* * * 


Near the end of his long will, the Judge wrote as 
follows: 

“IT earnestly request my wife and my children and their de- 
scendants to steadfastly decline to sign any bonds or obligations 
of any kind as surety for any other person or persons; that they 
refrain from anticipating their income in any respect, and they 
refuse to make any loans except on the basis of first class, well 
known securities, and they invariably decline to invest in any 
untried or doubtful securities, property, enterprise or business. 

“They should reject any representations or opinions of others 
if involved in any doubt. They will be approached frequently 
with suggestions for investments that are not entitled to be relied 
on from a business standpoint.” 


* * * 


In Harper’s Magazine for August, 1927, Keyes Win- 
ter, Assistant Attorney General of New York State, 
writes a most interesting article entitled: “Fools and 
Their Money.” From this article I make the following 
extracts: 

“It is an ironic fact that Americans, shrewd in many ways, 
are almost universally the victims of some type of financial 
fraud. Bogus investments are marketed here with perhaps 
greater ease than anywhere else on the globe. Safety is the 
ever-present thought of the average small investor in other parts 
of the world, while taking a chance—the reverse of the safety 
principle—makes many an American the easy prey of the con- 
fidence man. 

“Most Americans are not content with what they have. They 
long to be well off; they worship the moneyed man. The cult 
of noble families, the aristocracy of landed estates, such power- 
ful factors in the civilization of older communities, have no 
place in our society. What kindles the imagination and emula- 
tion, of Americans is the figure of the millionaire. And this 
desire to get rich quick without work, this passion to get some- 
thing for nothing, seems to paralyze common caution and to 
destroy common sense. 

“More than the citizens of most countries, Americans are a 
newspaper-reading public. They acquire at least a headline ac- 
quaintance with new discoveries, inventions, enterprises. The 
investment crook trades upon this information. The presses are 
today likely printing millions of stock certificates in corpora- 
tions holding holes in the ground near Weepah, the scene of 
the much advertised recent gold strike. Tens of thousands of 
shares have been sold in worthless motion picture and radio 
companies. Fake ‘bargains’ in Florida real estate were financial 
best sellers a year ago. 

“One is often reminded of the fortune that might have been 
amassed by any person lucky enough to have bought a few 
shares of telephone stock, or of Ford motor stock, when these 
were new and unknown. What aspirants for unearned increment 
do not realize is that the public never is given the chance to 
invest in such genuine bonanzas. A salesman’s promise that 


‘you will double your money’ is a plain indication that something 


is wrong. What man or organization with anything as good 
as that is passing it around? 

“There is no basis for the assumption that women are more 
‘easy’ than men. There seems to be no sex in suckers, and one 
of the strangest traits of the psychology of both men and women 
is their habit of coming back for more. ‘Once bitten, twice 
shy,’ does not hold; of the average sucker the adage should 
read, ‘Once bitten, twice as eager.’ Confidence men know this. 
There are 50 places in New York City where ‘sucker lists’ are 
compiled and sold. The names of those who have once invested 
in bogus schemes bring high rates, but for chronic biters the 
rate is much higher. 

“As in other things, there are fashions in fraudulent invest- 
ments. Texas oil stocks ‘went out’ just before I took charge 
of the Fraud Prevention Bureau in New York City. The pres- 
ent fashion is mines. To illustrate the technic of selling such 
stock, the activities of Charlie Greenhaus may serve. His meth- 
ods were typical of those used by many others. 

“First, he hired an office in Wall Street. Because Wall Street 
is the hub of the country’s legitimate financial operations, the 
Get-Rich-Quick Wallingfords prefer Wall Street as an im- 
pressive business address, but their operations radiate through- 
out the land. Greenhaus had a force of 15 or 20 men called 
‘dynamiters,’ whose specialty consists in disposing of bogus in- 
vestments over the telephone exclusively. From New York 
these men put through calls to Chicago, Cleveland and even Den- 
ver, as well as to smaller communities. It is a curious psycho- 
logical fact that many persons are quicker to swallow what is 
said to them over the ’phone than what they hear in a face-to- 
face interview. 

“The ‘dynamiter,’ with an accent undefiled, his eloquence dy- 
namic, introduces himself. ‘You will remember me, Mr. Brown,’ 
he challenges; ‘I am the man who told the financial reporters 
that International Radio was bound to rise. I suppose you saw 
what it did yesterday. (He mentions some stock that really 
did go up.) ‘Now, Mr. Brown, I have just learned the details 
of a remarkable investment opportunity in which you will at least 
double your money.’ 

“For $25,000 in Dryden Gold Mine dynamited out of the 
public in one month, Greenhaus actually delivered little of this 
stock, which was worth but a few cents a share. For example, 
he sold by telephone 500 shares to an undertaker on Long 
Island. The sale, at $2 per share, amounted to $1,000. The next 
day, however, the ‘dynamiter’ telephoned to the undertaker and 
apologized for having taken the liberty of buying for him $5,000 
worth of the stock. The suave speaker explained that, because 
of some pool operations known only to his group of financial 
experts, the stock had increased in value and had been resold for 
a profit of $3,000. It was necessary for the undertaker to de- 
liver immediately his certified check to the firm’s messenger to 
get the stock for delivery; but the company’s check would be 
mailed to the Long Island man the next day. A messenger 
shortly thereafter appeared with a fictitious broker’s statement, 
exactly confirming the telephone messages and proving to the 
delighted sucker his good fortune. The man quickly borrowed 
enough money to make up, with his savings, the required $5,000. 
But he is still anticipating his profits. 

“A trained nurse, a woman about 50 years old, had $250 in 
savings and needed $500 to pay for an operation for her mother. 
Greenhaus promised to double the poor woman’s money by opera- 
tions similar to those described, and she let him have it. She, 
also, never saw a dollar of it again. Greenhaus is now serving 
sentence in Atlanta, Ga. 

“Dishonest sellers of real estate have devised numerous 
schemes appealing to one or more of the common characteristics 
of the sucker—the impulse to get something for nothing, get- 
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rich-quick greed, stupid credulity, careless indolence about mak- 
ing investigations. 

“It is to play upon the first of these weaknesses that the ‘free 
lot racket’ has been perfected. The initial step is for a gentlemanly 
salesman to call at a man’s house when he is away on business. 
The salesman tells the man’s wife that; through the recommen- 
dations of a friend, she has been placed on a list of prospective 
free lot winners, a list compiled to help advertise a realty de- 
velopment. A few days later the salesman calls again to an- 
nounce to the elated mistress of the house that she has won a 
lot. He asks her to go to the realty office for her deed. Once 
inside this elaborately furnished place, she learns that she must 
pay $25 or $30 as the cost of registering her deed. She usually 
pays. When she goes to see her lot, she finds—if it exists at 
all—that it is a remote swamp, or otherwise undesirable. She 
is angry. The salesman at once offers to exchange the bad 
bargain, with a credit allowance, for a really good lot which 
she may buy on easy installments. The salesman most likely 
obtains her signature to a contract providing for monthly pay- 
ments; but when she completes them and obtains her second 
deed, she is merely the owner of a plot of ground for which 
she has paid far more than it will be worth for years to come. 

“ ‘Reloading,’ a trick used also by the salesmen of worthless 
stock, may mulct the unsophisticated investor in real estate. He 
is first sold a lot in a certain development. Soon after he is 
asked to call at another real estate office, where he is offered 
more than ten times what he paid for his lot if, with it, he will 
turn over the two adjoining. He is told that a subway is going 
through the property, and that the three lots are to be the site 
of a station. Naturally, he hurries back to the first company 
and purchases the other two lots. When he returns to the sec- 
ond company, he finds that it has silently stolen away. It was 
nothing but a decoy of the first company. 

“In some instances the land sold to suckers is a tax title. The 
real estate has accumulated a mass of unpaid taxes and is sold 
and bought in for the taxes. The title is worthless, because 
the original owner may always recover his land by paying up 
his taxes and redeeming his property. 

“Or a gyp real estate company may buy a real development 
but never complete its payments. Such a company sells this 
land to small purchasers at 20 per cent down and so much a 
month. When the first purchaser goes to the office to make 
his final payment and to get his deed, he finds the company 
gone. Then he discovers that the title to the land still remains 
with the original holder, who has never been paid in full for 
it, and that his own payments are totally lost. 

“The ‘switch game’ is carried on by men who travel about 
from town to town, stopping at the best hotels, but keeping 
their offices under their hats. They persuade the gullible citi- 
zen to exchange his safe securities for worthless, or nearly 
worthless, investments. Their promises of enormous returns 
seem to be all that is necessary to stir into life the get-rich- 
quick instinct of their victims. 

“One man with an unsavory record now circulates a weekly 
periodical disguised as a newspaper, devoted to fearless and im- 
partial advice about securities. In it are articles untruthfully 
describing the merits of two mining promotions, predicting their 
rise on the Boston Curb Market to fabulous prices, and advis- 
ing his readers to invest their savings in the stock. This stock 
he secretly holds on options at ten cents a share. 

“The so-called market operations on the Boston Curb, used 
to bait his readers, are largely ‘wash sales.’ A wash sale is an 
artificial sale from one broker to another and a purchase back 
of the same security at the same price. In other words, the 
sale is a fiction. Investors see these ‘washes’ at rising prices 
in great quantities, and believe that if they buy the stock and 
hold on, they have something of a value indicated by the market 
quotations. The worthless stock of an Idaho mine was ‘washed’ 
from 50 cents a share to $5, and the editor unloaded his stock 
on his gullible subscribers at a profit of millions of dollars. 

“A certain type of confidence men pick out lonely, elderly 
women and plays upon their motherly instincts. Walter Gut- 
terson, for example, bought Interstate Mortgage stock at $3 a 
share and sold 600 shares of it to an old lady in White Plains, 
N. Y., for $63,000. First he cultivated her acquaintance. He 
took her out in his car; he spent hours at her home, allowing her 
to read to him. When he was out of town, he sent her affection- 


ate letters. As he gained her confidence, he incidentally planted 
in her mind a belief in his financial ability. His hints about the 
undesirability of some of her investments gradually broadened 
into recommendations which, he insisted, would bring her much 
better .returns! After he had obtained her $63,000, he asked 
her to turn back to him all the shares of Interstate Mortgage 
stock he had delivered to her, so that he could exchange them 
for one certificate and save money on the transfers. She did so 
—and never saw even her shares again! 

“The investor should always take his time, demand references, 
and investigate. When strangers try to sell him securities, he 
must not be a victim of the one-call system. Let him seek opin- 
ions from some reliable person or firm familiar with the char- 
acter of the business in question. Let him consult the local 
Chamber of Commerce, or Better Business Bureau. Let him 
inquire what his banker or his lawyer thinks of the proposition 
that has been presented to him.” 

ae 


A very intimate friend of mine recently died suddenly. 
He left a considerable estate and a large amount of life 
insurance in cash. As I was interested with him in sev- 
eral investments, I came in contact with his widow. Just 
as soon as her husband was buried, a number of her 
relatives swarmed around her, recommending invest- 
ments in this thing and in that. The poor woman had 
had very little business experience. The advice of all 
these relatives confused her greatly. 

* * x 


One day she came to me and said she had finally de- 
cided to write to a banker in her native town, telling 
him how much cash she had to invest and ask him to 
invest it for her to the best advantage. To this I replied, 
“Well, I suppose that is all right, but this is quite a re- 
sponsibility for this banker to take. Now tell me, what 
do you know about this banker?’ ‘Oh!’ she answered, 
“T have known him all my life. We went to school to- 
gether, and he was a very nice boy.” “Well,” I replied, 
“being a nice boy is very much in his favor, but I have 
known nice boys to change with the years! Now, what 
is your plan?” “Well,” she said, “I am just going to 
get a certified check from my bank here in New York 
and send it to him to invest. He said he would buy good 
stocks and bonds for me and send them back by regis- 
tered mail.” ‘That is all very good,” I said, “but will 
you do one thing that will cost you nothing whatever 
and may save you a good deal of money? In the first 
place write your banker that you wish investments, first 
of all, that are safe; next, that you wish stocks or bonds 
that have a market—something that can be converted 
into money immediately.” I explained to her that there 
were frequently very good stocks and bonds that had no 
market whatever, and that while they were good, they 
could not be sold or could be sold only with great diffi- 
culty. This was especially true of stocks and bonds not 
listed on the New York Stock Exchange. 


* * * 


“Now,” said I, “before you send the certified check 
to your school boy banker friend, write and tell him the 
amount you wish to invest. Then have him make out a 
list of exactly how he will invest the money for you, 
giving the names and descriptions of the stocks and 
bonds. Take this list to the bank you are now dealing 
with and have one of their trust officers check back this 
list of bonds.” “But,” replied the dear woman, “do you 
mean to insinuate that my old friend would sell me any- 
thing that was not good?” “No,” I answered, “I am not 
insinuating anything, but you, as a widow, should have 
your money very carefully invested, and it is only busi- 
ness prudence for you to have the suggestions of your 

(Continued on page 88) 
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The Broadway Hardware Co., Kansas City, sells $9,000 worth of toys and vehicles annually. 


Arrows indicate location of 


toy displays. 


Toys and Vehicles Sell Best in Second 
Floor Display Room 








Broadway Hardware Company, Kansas City, find spacious floor 

advantageous in the merchandising of children’s play require- 

ments. Sell toys and vehicles the year round, the average resale 
price being $1. 








ITH the growing realization of the benefits to be 

derived from displaying merchandise where it 

can be most easily seen by every customer enter- 
ing the store, some dealers go to the extreme of trying 
to center everything around their front doors. There 
are, however, some lines which often seem to sell better 
placed a little off of the “beaten trails” through the store, 
and toys are one of those lines. 

Fortunate indeed is the dealer who has space on the 
second floor of his store which he can turn into a toy 
display. It has been the experience of the Broadway 
Hardware Co., Kansas City, that it is an easy matter to 
take a customer up the one flight of stairs to the roomy 
toy department and, especially when children are along, 
it is easier to make the sale. Here the youngsters can 
try out the various wheel toys without disturbing other 
customers and the fact that the department is a little out 
of the way discourages unaccompanied children from 


coming in and getting into mischief and breaking or 
damaging the toys. 

The Broadway Hardware Co. is located out in one 
of the residential districts of the city and with only this 
neighborhood trade to draw from is selling around 
$9,000 worth of toys annually. About one-third of this 
volume is represented by wheel goods, most of which are 
sold during the summer months. Naturally most of the 
real toy sales come at the holiday season but a repre- 
sentative stock of toys, games and dolls is on display the 
year around and birthdays and like occasions cause a 
very steady demand outside of Christmas time. 

It has been found unprofitable to carry the cheaper 
toys and the average re-sale price on the items in stock 
is one dollar. The average stock carried outside of the 
holidays is around $1,000. No regular clerk is kept in 
the toy department except during December, but the store 
clerks accompany the customer up from the first floor, 
an arrangement which has worked out well. 
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All Year Toy 
Departments 
Increase 


The day of the old 
fashioned toy depart- 
ment that used to 
close up fight after 
Christmas is passing 
rapidly, if it has not 
done so already. In 
its place have come 
departments such as 
these, operating mer- 
rily all year round. 
Are you getting your 
share of this profit- 
able business? 





oscil 
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Overstreet Sells Toys All Year 


Toys and juvenile vehicles sell themselves in Lexington, 


Ky., hardware store. 


Children coming into the store 


with parents notice these items and ask for them. 


INE years ago the Overstreet Hardware Co. of 
N Lexington, Ky., began to sell toys. The propri- 
or, J. A. Overstreet, became interested in toys, 
thought they would work in well for Christmas trade 
winners, and then he went to it. Handling a few at the 
holiday season, his interest grew and he figured he would 
try toys all through the year. Last year he passed the 
$10,000 mark and this year he hopes to beat that record. 
Every piece of wrapping paper from this store features 
toys and paints. Every available piece of toy manufac- 
turers’ literature is on hand at Overstreet’s. No matter 
what you buy, you will find two or three toy circulars 
wrapped in your bundle. Every vehicle sold by this 
firm bears a special name plate, advertising Overstreet 
Hardware Co. On the coaster wagons the name is 
painted large. If you lived in Lexington you would 
soon know that Overstreet’s sold toys as well as hard- 
ware and paints. 
All through the year toys are featured in the window 
displays. Often a window in the summer will be de- 


voted entirely to the smaller playthings. Of course, 
juvenile vehicles which are kindred are featured all the 
time also. About 50 per cent of the store’s toys trade 
is done during the Christmas holiday selling season, 
which includes November and December. 

Toys featured by Overstreet range from $1 to $10, 
up to $20. He finds his $1, $10 and $12 numbers the 
most active sellers. 

Juvenile vehicles sell themselves in this store. A few 
kiddie kars, velocipedes, coasters and autos are conve- 
niently located on the sales floor to attract the children. 
It is a common sight to see a youngster play with an 
auto, want it and force the parent into some interest. 
You don’t sell every one of these cases but you do sell 
some and you surely do bring to the parent’s attention 
the fact that you are featuring toys and juvenile vehicles. 
Many mothers bring their children with them whén they 
go shopping. This fact makes it almost a merchandis- 
ing necessity to put toys where the young ones will note 
them, and you know toys always interest children. 





Carl Young Features Toys in All Window Displays 


every window display of the Cherokee Hardware 

Co., Louisville, Ky., will have at least three or 
four playthings to attract the children. Makes no dif- 
ference what department is being featured, toys must 
be shown all year and all the time. For the past four 
years Carl has sold better than $3,000 in 10, 15, 25 and 
75 cent playthings. In the window these items are 
clearly price marked, so that there is no mistaken idea 
of the cost, when the parent sees the display. This 
little plan brings in sales regularly. Women coming in 


Cl ere YOUNG’S enthusiasm for toys is such that 


for dishpans see the playthings and say, “My Johnny is 
going to a party today and needs a little present for his 
friend ; that little auto at 75 cents would be about right.” 
Of course, Carl’s best toy trade is in November and 


December, but nevertheless he thinks enough of his 
all-year sales, mostly extra sales, to display a few num- 
bers all the time. A showcase in the front of the store 
is filled largely with toys. Carl’s items do not stop at 
the 75 cent mark but those are his popular prices for 
small items. He features electric train outfits which, of 
course, run into real money. 

Commenting on the electric train business Carl says 
that a few sets and pieces should always be available for 
display and sale. He finds that a child with a train set 
at Christmas will beg for extra pieces all year and as 
soon as he gets a little money will come to the store for 
such extras. Frequently boys come in to ask the price 
of signals, stations, freight cars or some other popular 
piece which may be added to the set. 





David Mahoney, Schenectady, N. Y., used this window display, utilizing the electric train and railway system, guaranteed to stop 


the children and parents alike. 


This kind of a display has the added advantage of motion which has a strong attraction. 
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“HAMP’S HELLO” 


A genuine greeting to his friends and customers that 
carries a personal touch. 


of the best known hardware men in the United 
States. He is also one of the most successful. 

When we were in his town a few years ago we were 
strongly impressed with the universal regard in which 
this veteran hardware merchant is held by the home 
people; the people who live with him 365 days in the 


| AMP WILLIAMS of Hot Springs, Ark., is one 


year. 
Everybody in Hot 
Springs knows Hamp 


enough to buy a Ford car. Our sales first year were 
$6,000; last year’s sales, $850,000. We have added 
Ford cars, furniture, plumbing supplies, paint and wall 


paper, dry goods, clothing, shoes and radios. We have 
branch stores in Benton and Monticello. We buy in 


large quantities, pay cash, and get all the discounts. We 
own all our buildings. 

“Each and every month you will receive this bulletin ; 
read it and watch it, and 
remember that we defy 





Williams and that brings 
out another characteristic 


every kind of legitimate 
competition. Our busi- 








of the man. Hamp 
knows people; not just 
their names or their 
faces ; he knows them as 
individuals. His _ busi- 
ness is living proof of the 
fact that when you indi- 
vidualize people they in- 
dividualize you, and that 
people like to trade with 
individuals rather than 
mere institutions. 

Hamp’s business has 
grown and _ developed. 
It now goes beyond the 
mere hardware of former 
days. His store is in 
reality a department 
store. Hamp’s individ- 
uality, however, is un- 
changed. He is still 
close to his trade. 

And now Hamp is put- 
ting out a new greeting 
to his customer friends. 
It is an eight page 
monthly paper under the 
title “Hamp’s Hello’-- 
a cheery greeting, aug- 











HAMP WILLIAMS 


ness is built on “Honesty 


and Fair Dealings,” and 
it will not fail. 
“With very best 


wishes for a continuation 
of your good will and 
cooperation, I am 

“Your friend, 

“HAmMpP WILLIAMS.” 

To our way of think- 
ing, that’s a neat and 
friendly way of saying 
“Howdy,” and we pre- 
dict that “Hamp’s Hello” 
will bring an equally 
friendly response in the 
form of increased busi- 
ness. 

It is not only a friendly 
greeting to his friends 
and neighbors; it is also 
a very serviceable 
“Hello,” in that it lists 
and illustrates many ar- 
ticles which the people of 
Hot Springs and vicinity 
can use to advantage. 

It is designed to sug- 
gest to them that mer- 














mented by  advertise- 
ments of the goods he 








chandise can be pur- 
chased at home as 
cheaply as _ elsewhere, 





carries in stock. 

His real “Hello” to 
the folks, however, lies in the characteristic letter on the 
back page. It reads as follows: 

“To My Friends and Customers: 

“For thirty-five years I have lived with you and have 
shared your troubles and your pleasures and you have 
shared mine. 

“In these thirty-five years there has been many 
changes, many deaths and many births. I know men and 
women in this community who have been born since I 
began the hardware business, some of whom are mar- 
ried and have children in high school. I wonder if I 
have proven myself worthy of your friendship and 
patronage? Judging from the increase in your patron- 
age | must have. 

“T began business with a cash capital of not more than 


° 


and also to aid them in 
making their selections. In fact, it is almost the same 
as if Hamp met them personally at the door of his big 
store, gave them a hearty welcome and then escorted 
them through the place. It is a personal service on 
paper, but it is so written that the reader immediately 
visualizes the man behind it. It reads like “Hamp,” and 
after all the greatest thing in retail advertising is mak- 
ing the copy reflect the individual. On paper though it 
is, it is still Hamp’s Hello, and registers as such. 

Many hardware merchants doing business under 
similar conditions could utilize Hamp’s idea with good 
effect, because the average fellow citizen will respond 
to a friendly and confidence-inspiring chat such as con- 
tained in this letter. Hamp’s Hello would do duty in 
its original form for many others. 
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Helping Home Builders Select Proper Hardware 


To Aid the Dealer in Giving Such Service Sargent 

& Co. Has Prepared a Helpful, Well Illustrated 

Booklet, Showing Appropriate Combinations In 
Actual Use and Suggesting Optional Pieces. 


part of every building. Proper selection brings Conn., recently published a book entitled “Hardware 
harmony and an element of contrast to the build- for Utility and Ornamentation.” It is an unusual volume 
ing’s outward appearance. No other part of the build-in that it portrays hardware in actual use by means of 
ing, whether for home or business gets more wear or half tone reproductions of several types of front doors, 
is expected to give the same-amount of continued efficient back doors, French windows, casement windows, bath- 
service. room doors, kitchen 
The true characteristic of any architectural de- jaan ——" , doors, and in fact 
sign is realized only when completed with the §@& oy Bos tik takes you through 
proper hardware. Buyers of builder’s hardware the entire house. 
are usually very exacting, even when poorly Each room is faith- 
versed in the subject. Many dealers tell us that fully presented with 
the less the houseowner knows the more difficult suitable hardware in 
it is to help him select the proper hardware for his proper place. 
home. This is due in a large measure to the pros- + € Opposite each ex- 
pect’s inability to visualize satisfactorily the com- i — ample you find a 
pleted home with hardware installed. Seeing the t— > page devoted to 
samples on small boards helps but does not give i larger pictures of 
the average client sufficient idea of the finished 'F es ditbenseae tard 
home. ; Races 
4 <3 ware for such a job. 
a Optional models are 
also shown and 
under each cut are 
model numbers, di- 
mensions and neces- 
sary descriptive data. 
These particular 
pages are prepared 
in catalog page style. 
In some cases three 
pages, catalog style, 
are needed to show 
the optional numbers 


French Windows and Cremone for a certain type of 
Bolts door. Even the un- 


These pages show the method employed familiar Bg select 
in Sargent’s new book. One page gives €asily, suitable hard- 
you an impression of a well appointed ware quickly with 
French window. Number and styles of — this book. 
bolts, and butts, needed are listed be- The first example 
low the window picture shown above. . : 
To the left you get an idea of atypical 15 2 true colonial 
page of parts needed to complete the doorway complete 
pictured French window. with knocker, door 
handle and cylin- 
der lock, shown on the left hand page. Opposite and 
on the two succeeding pages are shown a total of twenty- 
one styles of door handles and locks to obtain the finished 
job shown in the doorway picture. Beneath the picture 
of the doorway you find that butts needed are shown on 
page 58 and door knockers suitable are shown on page 
53. Other optional equipment is listed with proper page 
number. In other words the job of selecting appropriate 
hardware is greatly simplified for the home owner. The 
merchant can obtain extra copies of the book for his 
selling staff and for live prospects or architects. 


| ARDWARE is a most useful and ornamental Recognizing this problem Sargent & Co., New Haven, 
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Several other types of doorways follow the first. 

Each has about the same number of suggested styles to 

be used. The range of doorways shown will cover prac- 

tically every front door hardware problem and by using 

this little book the prospect can concentrate his attention 

to the particular type of door he intends using. 
Toward the center of the book 


The locks and hardware for such buildings should be 
made of lasting rust proof metals, correct and harmon- 
ious in design, strong and sturdy in construction, 
with modern mechanism, providing convenience and 
security. 

“The front door is considered first when hardware is 

being chosen because this is the 





a picture shows the front door 
partly open so that you may see 
the screen door. Both doors are 
complete with hardware. The 
permanent door has knocker, door 
handle on the outside, knob and 
escutcheon showing as well as the 
lock. The screen door has butts, 
door check, and door catch. 
Beneath the illustration, each item 
is named and page numbers given 
so that the prospect may look 


ers of today. 





Modern homes have drawn on the al- 
most inexhaustible heritage of the past 
for design, for ornamentation and for 
color, The simplicity of the Early Amer- 
ican and English cottage type, the rich 
dignity of the Tudor, the stately charm 
of Colonial or Georgian, the warmth and 
color of Spanish and Italian have all given 
inspiration to the architects and build- 


—From “Hardware for Utility and Ornamentation.”’ 


most important entrance to the 
building and its central architec- 
tural feature; it is the place 
where friends are welcomed and 
receive their first impressions, 
where members of the family go 
in and out. Because of its promi- 
nence the front door especially re- 
quires hardware trimmings that 
harmonize in design with the 
style of architecture and are in 
the right proportions to the door. 








over the assortment for this job. 

Several types on inside doors are shown in the same 
manner suitable for bedroom, living room or dining room 
There is a special section on kitchens and bath- 


use. 
rooms and _ three 
types of windows 


illustrated and ex- 
plained in the same 
complete manner. 
The last includes 
French windows, 
double hung and 
casement windows. 

In the back of the 
book there is a chart 
to help home builders 
select locks suitable 
for dwellings. This 
chart considers price 
and lists numbers 
and styles for every 
door problem. Then, 
there is a chapter 
briefly explaining the 
high points to con- 
sider in selecting 
locks. 

Through the cour- 
tesy of Sargent & 

















Front Door and Screen Door 













Co. we are reproduc- 
ing two spreads 
from the book 
“Hardware for 
Utility and Orna- 
mentation.” The 
captions under the 


This is a typical picture from Sargent’s 
new book. The cut above shows com- 
plete front door and screen door, suc- 
ceeding pages list and illustrate hard- 
ware needed, with optional numbers 
indicated. The cut at the right offers a 
few choices in entrance door handles. 
Other pages used with this set include 





° ° ° knockers, butts, knobs, handles, rosettes. 
illustrations explain 


their special purposes 
and give you a clear idea of the way this booklet has been 
prepared, as a useful supplement to the company’s recent 
catalog. As a foreword to the practical illustrations of 
general hardware applied, the new Sargent book offers 
some stimulating thoughts on the artistic value of prop- 
erly selected hardware. From this we quote: 

Modern homes have drawn on the almost inexhaustible 
heritage of the past for design, for ornamentation and 
for color. The simplicity of the Early American and 
English cottage type, the rich dignity of the Tudor, the 
stately charm of Colonial or Georgian, the warmth and 
color of Spanish and Italian have all given inspiration 
to the architects and builders of today. 


This and all other doors admit- 
ting from the outside to the interior of the house should 
be safeguarded by locks that afford certain security. 

“When the inside of the house is considered the neces- 
sity for security is not so apparent ; but it is im- 
portant that the locks used shall be easy working, 
long wearing and of good appearance and that 
each shall contain the mechanism which makes 
it most convenient for its particular uses. 

“The choice of designs for the interior of 
the house is of the greatest importance, because 
of the large part the hardware occupies in the 
decoration of each room in its finishing touch.” 
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Seasonal Slumps and How to 
Overcome Them 


from perhaps $10 a month to over $400 in thirty 

days proves what—that a business slump can be 
controlled and is a thing which should not be allowed to 
exist. 


wie JTING sales on one simple item—can openers— 


Our salespeople demonstrate the merchandise, handle 
the sales very cleverly and produce splendid results. 

The first line chosen for a special selling experiment 
was can openers. They were good can openers too, there 
was no question about that, and the customers bought 
them on their own merits, but of course if they had not 





day night is the greatest incentive 
to hustling that any one knows of, 
and competition is the life of 
trade, so the manager in our 
kitchen furnishings department, 
by concocting clever schemes for 
additional sales, has not only in- 
creased her quota very con- 
siderably but she has kept up a 
keen interest in her department 
and created a spirit of friendly 


competition among her sales 
force. 
“Seasonal slump — why there 


need be no such thing” says Mona 
Yeo, manager of the kitchen 
furnishings department of the 
Bunting Hardware Company of 
Kansas City. 

“Slumps can be overcome in 
any department through sug- 
gestive salesmanship. We have 
tried this with great success and 


Extra money in the salesman’s pay envelope on Satur- 





ELLING a year’s sup- 

ply of can openers in 
thirty days surprised both 
our buyer and our general 
manager. In fact we sur- 
prised ourselves. If the 
customers will buy be- 
tween 750 and 800 can 
openers at straight 50 
cents—no price cutting— 
it shows what can be done 
by clever salesmen and 
clever displays, say Bunt- 
ing Hardware Company, 

Kansas City. 


seen them demonstrated they 
might never have known they 
needed and wanted them. 

A small table was used for the 
demonstration and old tin cans of 
various sizes and shapes were laid 
out ready to have the demon- 
strator show with what ease the 
tops could be cut off, how 
smoothly the tops turned under, 
no raw edges left, and how the 
can was cut on top, leaving no 
opportun'ty for juices to spill 
over. There were two or three 
can openers ready to use and one 
of the larger openers of the same 
make for use in hotels, cafes and 
restaurants was screwed to the 
table so it could be demonstrated 
also. You should have seen our 
sales jump. 

Selling a year’s supply of can 
openers in thirty days surprised 





found it possible to keep sales- 
men on the staff that we might 





both our buyer and our general 
manager. In fact we surprised 
ourselves. If the customers will 








otherwise have felt necessary to 
lay off during the duller months 
of the year, and the profit received through these sales 
has not been at all inconsiderable. 

“Our boys and girls are not merely order takers, they 
are trained salespeople.” 

Careful investigation has proved that the average 
kitchen is not well equipped with proper sized pans and 
kettles, kitchen spoons and knives. How many men 
among your acquaintance hear this at home: “Oh, 
John, come out here and open these cans for me?’ So, 
John must drop his paper on the cool porch and go out 
to the kitchen, where several cans are laid out waiting 
for him to come and open them. He uses the utensils 
at hand, and if the can is square cornered or has no 
flange, it may be that he will have to resort to a butcher 
knife and a hammer before he can sever the top from 
the can, and then the contents—they may be strewn all 
over the kitchen table; or, in the case of meat, hacked 
into unattractive bits. 

So, the man who earns the money and the housewife 
who makes the home are both prospects for the many 
bits of household hardware that will make work easier 
in the kitchen and save time and annoyance for all the 
members of the household. 

The idea of making it especially worth while for the 
sales people to put forth extra special efforts in the sale 
of simple household tools was not altogether original 


with us. 


buy between 750 and 800 can 
openers at straight 50 cents—no price cutting—it shows 
what can be done by clever salesmen and clever displays. 
We, always pick out some useful item that the housewife 
really needs, so when she gets home she will still be glad 
she purchased it. 

So each month we choose one particular piece of mer- 
chandise—electric light bulbs, aluminum cleaner, ice 
chippers, orange and lemon reamers, etc. They can 
be shown without the salesman being obtrusive or un- 
necessarily eager; while waiting for change; while the 
customer is waiting for the elevator, even while we are 
wrapping the packages the customer can be interested in 
this special item. Our great success with suggestive 
salesmanship has aroused enthusiasm in all seven of the 
departments of our big store. 

The paint department has a plumbing cleaner that it 
pushes successfully, besides paints and lacquers of all 
kinds. The sporting goods department pushes tennis 
balls and racquets and swimming suits. The cutlery 
department shows knives and thermos jugs and picnic 
sets. Then in the tool department the salesmen specialize 
on camp hatchets, tools of various kinds, and many more 
useful items. 

The salesman must use sense. He must not push a 
small item to the exclusion of merchandise that the 
customer came in to buy. 


Don’t feel that the slump is inevitable. It is no- 
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Burdick Glorifies the Odds and Ends 


Richmond, California, hardware merchant stimulates 

interest in his store by handling small items in an 

unusual way. Plays up attractive items as prizes 
for whist parties. : 


C. BURDICK, Richmond, Cal., is a hardware 

A dealer who is building up a very profitable trade 

® in what some persons speak of as the odds and 

ends of the hardware business. For example, Burdick 

sells crockery and glassware not in the usual way that 

most hardware merchants do. He makes selections and 

arranges assortments from his crockery and glassware 

stock and then offers these assortments at attractive 

prices. Many of his assortments are especially suitable. 
for gifts or as prizes at ladies’ bridge parties. 

_An example of some of the assortments that Burdick 
offers as bridge whist hardware is shown in the accom- 
panying illustration of one of his window displays. In 
the foreground are nests of bowls. In the background 
is a variety of glass cooking ware and in the left 
backgrotindymay be seen a modern cutlery set for 
the kitchen ‘especially arranged in a box constructed 
to display the set to best advantage. Next to that is 
a special display of egg beaters, strainers, potato mashers, 
ladles, etc. Bright colored paper covers the floor 
of the window. The bath room fixtures in the back- 
ground is a distraction, and for that reason particu- 
larly conspicuous. Perhaps its sales value is therefore 


greater. You can’t help but notice the black board with 
the white fixtures, and after looking at the window you 
probably will remember it because of the contrast with 
the other articles in the window. 

Burdick makes it a practice to buy up odds and ends 
and unusual assortments of crockery, which he sells at 
a substantial profit, to women who want something dif- 
ferent as a present for a friend, or as a prize for a bridge 
party. He advertises these things extensively and sends 
out circulars whenever he receives a new shipment. 

Because he sells what many other stores would not 
carry in stock people go out of their way to visit his 
store. This, he says, has helped in no small measure to 
stimulate interest in the other departments of his store. 

For the retailer in certain communities, there is a good 
profit to be made by handling oddities suitable for gifts 
and prizes. It attracts the attention of a class of people 
who ordinarily would not visit a hardware store, and it 
affords a merchant an opportunity to display merchandise 
in off seasons that is both attractive and different from 
the usual things shown in the windows of most hardware 


stores. 
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Ronald Mattison, Newark, 
N. Y., author of this article. 


Fiji Islanders spearing fish, one of the 
interesting sights seen by Mr. Matti- 
son on his trip to the South Seas. 


walu; we had sailed inside of the reef, north and 

east, around the great island of Vani Levu to 
Labasa. Here we had dropped the only white other 
than the skipper and myself; aid now two days later 
we were making Sou’ Sou’ Eas’, close hauled on the 
starboard tack, nearing the windwards, that far-flung 
group of those coral girthed, volcano tipped, green jewels 
of the Pacific—the Fiji Islands. 

Sprawled out on deck, in the shade of the mainsail, I 
was listening to the skipper swear at some of the crew, 
when it happened. At one moment I was as happy, lazy 
and contented as one could wish, 


S EVEN days out of Suva—past Levuka, past Nabou- 


and the next—well, I wasn’t— 
that’s all. Here I was, the sole 
passenger of the Fijian copra 


ketch, manned by an Irish skipper 
and twelve kinky headed, thick- 
lipped man eaters; not a thing to 
do save listen to the skipper’s de- 
rogatory discourse on the merits, 
character and origin of all the 
“bloody niggers,” and then— 
bingo! 

You see, I had reached in the 
pockets of my shorts to get a 
packet of cigarettes, and by mistake 
had pulled out a letter from Dad, 
received several days previous. In 
re-reading this, I stumbled upon a 
paragraph that had heretofore escaped my attention—to 
the effect that it was up to me to write something about 
hardware—in Fiji—for the HARDWARE AGE. 

Well now: just imagine yourself in my shoes; thou- 
sands of miles from the States, clad only in sneakers, a 
pair of shorts and a coat of tan, lounging in the stern of 
a 68-ft. copra schooner; caressed by the breath of the 
South East Trades—virtually ordered to write about 


Hardware in Fiji 


It looked as though there would not be 
any hardware found in the South Seas, 
but American-made tools have found 
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their way to the jungles. 


hardware: and to 
make_- matters 
worse — hardware 
in Fiji! Hang is 


all! I couldn’t write 
and to make mat- 
ters still worse 
there “weren’t no 
such animal” in that 
tropical _ paradise. 
Even in Suva it- 
self, the largest 
town in the whole 
South Seas, nearly 
a thousand inhabi- 
tants, there wasn’t 
such a thing that one could really call hardware. And 
Suva was 250 miles astern. The natives themselves 
know little or nothing of steel, using only shell, stone 
and fire in the fashioning of their necessities, from out- 
rigger canoes to weapons of war. 

Even white men were scarcer than hen’s teeth in that 
part of the world. Now and then there would be a copra 
plantation on the beach, anywhere from 10 to 40 miles 
apart; and once in a greater while, a trading station, a 
palm-thatched hut, walled with corrugated iron, dispen- 
sing a few bolts of cloth, plugs of tobacco, cans of 
salmon and the like, to the natives for that staple of 
commerce, copra. 
Copra, you must 


(Continued on page 84) 


“Short pig” is now more popu- 
lar food than the former diet of 
“long pig’ ‘human flesh) of 
the cannibals. Right: Mr. 
Mattison and a Hawaiian Island 
acquaintance, 
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Bertram G. Work Dies 
Pres. B. F. Goodrich Co. 


Bertram George Work, president of the 
B. F. Goodrich Co., Akron, Ohio, passed 
away on Aug. 30 in the Palace Hotel, 
St. Moritz, Switzerland. Mr. Work had 
been in Europe for about two months. 

Mr. Work was born on Jan. 9, 1868, in 





B. G. Work 


Staten Island, N. Y. Jn 1880 his father, 
one of the original incorporators of the 
B. F. Goodrich Co., moved the family to 
Akron, Ohio. Mr. Work entered the em- 
ploy of the company as a clerk, becoming 
in succession assistant superintendent, su- 
perintendent, and vice-president. Finally, 
in 1907, he was elected president, succeed- 
ing George T. Perkins. 

In 1915 he went to London as the offi- 
cial representative of the Rubber Club of 
America and the Rubber Trade Associa- 
tion of New York, and persuaded the 
British Government to lift the embargo on 
rubber, which threatened a shortage and 
high prices in this country. During the 
war Mr. Work was chairman of the Rub- 
ber Division of the War Service Com- 
mittee. He is survived by his son, two 
brothers, and two sisters. 


Westinghouse Electric Awards 
Four Scholarships 


Two Pittsburgh and two New York 
youths received awards in the 1927 war 
memorial scholarships of the Westing- 
house Electric & Mfg. Co. The scholar- 
ships, established in memory of the West- 
inghouse employees who lost their lives in 
the World War, carry a fund of $500 a 
year and are good for a period of four 
years. 

The winners in the 1927 contest were 
H. L. Bunker, Jr., son of H. L. Bunker, 
rate setter, East Pittsburgh works, who 
will attend Carnegie Institute of Technol- 
ogy; P. J. Glaister, tester, East Pittsburgh 
works, who will attend Cornell Univer- 
sity; M. T. Ayres, son of M. C. Ayres, 
foreman of dial markers, Newark works, 
who will attend the Massachusetts Insti- 
tute of Technology; A. L. Kime, son of 
R. R. Kime, salesman, New York office, 
who will attend Princeton University. 

Since the establishment of the scholar- 
ships 32 students have received the awards, 





18 of whom have graduated, while 11 still 
have the assistance of the scholarships en- 
dowment. 


Shapleigh Hardware Co. to Sell 
Gold Seal Radio Tubes 


The Shapleigh Hardware Co., of St. 
Louis, Mo., one of the largest jobbers in 
the country, has secured a contract with 
the Gold Seal Electrical Co., Inc., of 250 
Park Avenue, New York City, calling fo: 
immediate shipment of a large consign- 
ment of radio tubes. It will sell only thx 
tubes of that company this year. 

The Gold Seal Co. is speeding produc- 
tion at its new factory and is now one o 
the largest manufacturers of radio equip 
ment. The present contract is one of sev- 
eral which leading radio manufacturers 
have been negotiating with hardware dis 
tributors, having found the hardware trad. 
one of the best mediums for marketing 01 
radio products. : 


The Akron Barrow Co. Now 
General Wheelbarrow Co. 


Due to the fact that its name was con- 
sidered to be inadequate and misleading 
and that a new name should be broader, 
more inclusive, and more indicative of ; 
general wheebarrow line, The Akron Bar- 
row Co., Cleveland, Ohio, changed its 
name, effective Sept. 1, to General Wheel- 
barrow Co. The company remains under 
the management of those who have been 
responsible for its progress; there has been 
no refinancing, reorganization, or changes 
in manufacture. 

In 1921 the manufacture of “Akron” 
barrows and agricultural implements was 
transferred from Akron, Ohio, to Cleve- 
land, Ohio,-but the name “Akron” was re- 
tained. This name will continue to be 
retained and the line will be known as 
“General-Akron.” 

General Wheelbarrow Co. will announce 
shortly a series of important developments 
in 1927 and 1928. Each will combine new 
features of design. 





E. S. McGinley Becomes Jobber 
—Desires Catalogs and Prices 


Edward S. McGinley, for the past eight 
years associated with the Hardware Prod- 
ucts Department of the Wickwire Spencer 
Steel Co., New York City, and the Ameri- 
can Wire Fabrics Corp., New York City, 
has joined with J. Fred Harned, owner 
and manager of the Pioneer Wire Works, 
of Camden, N. J., in the incorporation of 
the Harned Hardware, Inc., 133-137 Fed- 
eral Street, Camden, N. J. 

Alterations are now nearing completion 
and it is expected that on or about Oct. 1 
the company will open for business, spe- 
cializing in general and builders’ hardware, 
contractors’ and factory supplies. The new 
company expects to do a jobbing business 
and desires catalogs and prices from manu- 
facturers. 

The Pioneer Wire Works will continue 
as heretofore. 





Alfred J. Wright Dies 
Former Lockwood Co. Head 


Alfred J. Wright, former president of 
the Lockwood Co., 16-18 Reade St., New 
York City, died on Monday, Aug. 29, at 
the age of 72. 

About fifty years ago Mr. Wright se- 
cured his first position with Belknap Hard- 





Alfred J. Wright 


ware & Mfg. Co., in Louisville, Ky. Later 
on he joined the Lockwood Mfg. Co., of 
South Norwalk, Conn., and for thirty 
years sold the products of this firm. When 
the Lockwood Co. was formed in 1906, 
succeeding Allerton, Clark Co., as a sales 
organization for Lockwood products, he 
was elected president. He retired from 
this position in January, 1927. 

Mr. Wright came originally from Can- 
ada. He was an active member of the 
Hardware Club in New York City and 
attended many national conventions. He 
is survived by a widow and two married 
daughters. 


W. J. Burton Co. Adds 
Sheet Metal Department 


The W. J. Burton Co., of Detroit, 
Mich., has recently installed a new de- 
partment devoted exclusively to the man- 
ufacture of galvanized sheet metal garbage 
cans, fire pails and ash cans. 

The opening of this new department is 
in line with the policies of the organiza- 
tion to keep everything on hand necessary 
to meet the requirements of its trade. 


Charles H. Smith Dies 


Charles H. Smith, advertising executive 
of Berry Brothers, 211 Lieb Street, De- 
troit, Mich., died at his Calvert Avenue 
home in Detroit, Mich., on Aug. 26. 

Mr. Smith was born in London 70 years 
ago and came to Canada when a young 
man. He later joined Berry Bros. and 
was placed in charge of the correspon- 
dence division. Mr. Smith was the first 
advertising manager of the firm and coined 
several of the well-known trade names, 
such as “Liquid Granite” and “Luxeberry 
Wood Finish.” He is survived by one 
son. 
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Large Radio Merger Forms 
United States Electric Corp. 


After more than ten days’ continuous 
conference at the Commodore Hotel in 
New York City, participated in by execu- 
tives of five nationally known radio manu- 
facturers, a new corporation has been 
formed to be known as the United States 
Electric Corp. This corporation is a 
merger of the Apex Electric Mfg. Co., of 
Chicago, Ill.; Sentinel Mfg. Co., also of 
Chicago, Ill.; Indigna Electric Mfg. Co., 
of Marion, Ind.; Slagle Radio Co., of 
Fort Wayne, Ind., and the Workrite Mfg. 
Co., of Cleveland, Ohio. 

The merger is accomplished by incor- 
poration under the laws of Delaware with 
30,000 shdfes of no part value common 
stock and without any public offering of 
stock. 

The new corporation is licensed under 
all radio receiving set patents of the Radio 
Corp. of .America (except the Super- 
Heterodyne) as well as the patents of the 
American Telephone & Telegraph, West- 
inghouse Electric & Mfg. Co., Hazeltine 
Corp., Latour Corp., and Technidyne Corp. 
There will be an immediate establishment 
of a central engineering laboratory, into 
which will be placed the combined engi- 
neering personnel of the individual com- 
panies. This laboratory and the main office 
of the company will be located in Chicago, 
lll. The individual companies in this group 
will be continued by the new corporation, 
the location of the factories involved giv- 
ing economical sources of production and 
distribution. 

The work in bringing about this merger 
has been pioneered by the following men 
and officers of the several companies : 

Apex Electric Mfg. Co., Chicago, Ill._— 
O. G. Nelson, president; G. D. Boyd, vice- 
president, and J. Prince, secretary. Senti- 
nel Mfg. Co., Chicago, Ill_—J. T. Beatty, 
president; R. J. Beatty, vice-president. 
Indiana Electric Mfg. Co., Marion, Ind.— 
Arthur E. Case, president ; Robert J. Span- 
ner, Jr., treasurer. Slagle Radio Co., Fort 
Wayne, Ind—L. S. Slagle, president; 
P. K. Romey, vice-president, and W. L. 
Swindler, secretary. The Workrite Mfg. 
Co., Cleveland, Ohio—V. H. Meyer, presi- 
dent and treasurer. 

The officers of the new corporation are: 
Allen G. Messick, president ; Carl D. Boyd, 
first vice-president; P. K. Romey, secre- 
tary, and John Beatty, treasurer. The 
directors and operating vice-presidents are: 
A. E. Case, V. H. Meyer, and L. S. Slagle. 


Marshal B. Lloyd Dies 


Marshal B. Lloyd, inventor, manufac- 
turer, capitalist and merchant of Menomi- 
nee, Mich., passed away on Aug. 10 at 
his home in that city. He had not been 
in good health for quite some time, and 
his death was not unexpected. 

Mr. Lloyd was born in St. Paul, Minn., 
on March 10, 1858. He spent his early 
life in Canada. When a youth he invented 
several items, among them a fishing spear, 
and a bed spring. He perfected a mechan- 
ism for weaving wire door mats and later 
on invented a machine for weaving wire 





spring mattresses. This last invention fur- 
nished him with enough capital to found 
the Lloyd Mfg. Co. Mr. Lloyd also per- 
fected a loom for weaving wicker, which 
revolutionized the wicker manufacturing 
industry. At the time of his death he was 
president of the Lumberman’s National 
Bank of Menominee, Mich., president and 
sole owner of the Lloyd Department Store 
and Lloyd’s Theater; president of the 
Community Building Co.; a director of the 
Haywood-Wakefield Co.; vice-president of 
the Automatic Seamless Tubing Co. 

Funeral services were held on Aug. 13 
and he was laid to rest in Riverside Cem- 
etery. Mr. Lloyd is survived by his widow, 
one brother and three sisters. 


John Follansbee, President 
Follansbee Brothers Co. 
John Follansbee has been elected presi- 
dent of Follansbee Bros. Co., Pittsburgh, 


Pa., succeeding his brother, William U. 
Follansbee, who has been made chairman. 





John Follansbee 


The new president has been identified 
with this company, founded by his broth- 
ers, since its organization 30 years ago. 
He served in the shipping department, the 
invoicing department, and after a period 
of 15 years as a traveling salesman, he 
was made general manager of sales. He 
left this position when he accepted the 
presidency. Charles A. Wilson has suc- 
ceeded him as general manager of sales, 
and will also act as assistant to the presi- 
dent. 

The executive personnel of the company 
is as follows: William U. Follansbee, 
chairman; John Follansbee, president; R. 
C. Kirk, vice-president and treasurer; B. 
G. Follansbee, vice-president; William D. 
Reid, secretary and auditor. 


“Dutch Boy Painter” Issued 


The fall advertising number of “The 
Dutch Boy Painter,” published by the 
National Lead Co., 111 Broadway, New 
York City, has recently been issued. It 
contains selling helps to tie up with fall 
advertising, sample advertisements and 
sample movie slides. 





Black Hardware Co. Will Not 
Enter Manufacturing Field 


Harry G. Black, vice-president, Black 
Hardware Co., Galveston, Tex., announces 
that this company acted strictly as an 
agent for the Texas Nail & Wire Co., 
Galveston, in the recent purchase of the 
American Steel Co., Ellwood City, Tex. 
The properties of the last named company 
have been moved to and reerected at Gal- 
veston. Until the Texas Nail & Wire Co. 
receives its charter of incorporation, the 
Black Hardware Co. will act in its behalf, 
but will not enter the manufacturing busi- 
ness, as has been previously stated. 





T. B. Colby Uses Airplane 
to Cover Sales Territory 


Thomas B. Colby, manager of Berry 
Brothers, Detroit, Mich., aviation and ma- 
rine department, has secured a Waco-10 
biplane which he will use to cover his sales 
territory. So far as known he is the first 
Detroit sales manager to use an airplane 
for business transportation purposes. 

Mr. Colby has entered the New York- 
Spokane air race, which starts on Sept. 19. 
Charles W. Meyer, chief test pilot of the 
Advance Aircraft Co., will fly the plane 
carrying Mr. Colby as a passenger. Upon 
reaching Spokane, he will cover the Pacific 
Coast, calling on customers between Seat- 
tle and San Diego, Cal. 


Patent Novelty Co. Buys O. K. 
Toy Co. of Sterling, II. 


The Patent Novelty Co., of Fulton, II, 
manufacturer of household articles, has 
entered a new field by the purchase of the 
O. K. Toy Co., of Sterling, Ill. The final 
papers were prepared several weeks ago 
and arrangements were immediately made 
for the removal of the factory from 
Sterling to Fulton, Ill. The O. K. line 
is very well known, specializing in popu- 
lar priced mechanical pull toys The pur- 
chase price gave the Patent Novelty Co. 
all dies and patents that were owned by 
the O. K. Toy Co. 


Whitman-Barnes-Detroit Corp. 
Announces Several Changes 


Thomas S. Poole has been appointed 
direct factory representative in the South- 
ern territory of the Whitman-Barnes-De- 
troit Corporation, Detroit, effective Sept. 
1, succeeding Frederick A. Hardin, re- 
signed. Prior to the merger of the Whit- 
man-Barnes Mfg. Co., and the Detroit 
Twist Drill Co. last September, Mr. Poole 
was associated for several years with the 
Detroit company. M. B. Snow, vice-presi- 
dent and a director of the corporation, has 
resigned and is succeeded by Karl Kendig, 
who is now vice-president and treasurer. 
H. Z. Callender, sales manager, has been 
appointed secretary and sales manager. 
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American Appliance Corporation 
Formed in West Bend, Wis. 


The American Appliance Corporation has 
recently been organized in West Bend, 
Wis., with a capital stock of $100,000. 
This company will manufacture electric 
washers. At the first meeting of the cor- 
poration the following directors were 
elected:. Frank W. Bucklin, Martin Wal- 
ter, and Arthur H. Labisky, of West Bend, 
Wis.; William G. Gadow and H. T. Rob- 
erts, of Chicago, III. 

The officers of the company are: Arthur 
H. Labisky, president and general man- 
ager; H. T. Roberts, vice-president ; Frank 
W. Bucklin, secretary and treasurer. Mr. 
Labisky was connected for six years with 
Barlow & Seelig Co. in Ripon, Wis. 


Hardware Executives Chosen to 
Help Nat’l Assn. of Mfrs. 


Henry D:. Sharpe, president and treas- 
urer Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., Clarence E. Whitney, presi- 
dent Whitney Mfg. Co., Hartford, Conn.. 
and Willis F. Hobbs, president Bridge- 
port Hardware Mfg. Co., Bridgeport, 
Conn., have accepted invitations to serve 
on a committee of 100 of the National As- 
sociation of Manufacturers to frame a 
“Platform of American Industry” to be 
submitted to the Republican and Demo- 
cratic parties at their conventions next 
year. The first meeting of the committee 
will be held in New York in September. 


Tank and Tower Catalog Issued 
by W. E. Caldwell Company 


W. E. Caldwell Co., Inc., of Louisville, 
Ky., recently issued the thirty-eighth an- 
nual edition of their annual catalog. This 
company manufactures tanks and towers 
of wood or steel. The catalog contains 
complete price lists and illustrated descrip- 
tions of the many models which are manu- 
factured. 


Catalog No. 51 Issued by 
Pressed Metal Products Co. 


Catalog No. 51 has been issued by The 
Pressed Metal Products Co., of 6925 Col- 
fax Road, Cleveland, Ohio. In this cata- 
log is an illustrated description of the 
varied line of toys, hardware, specialties, 
and household articles which are manufac- 
tured. 


Gates Rubber Co. Issues “Gates 
Vulco News” 


A recent issue of Gates Vulco News, a 
house organ published by the Gates Rub- 
ber Co., Denver, Colo., has been received. 
This paper is sent to jobber executives, 
jobbers’ salesmen, and the entire force of 
salesmen, branch office and Denver fac- 
tory office employees of the Accessories 





Division. It contains interesting items 
about rubber hose, new products and vari- 
ous distributors. 


Denver, Col., Plays Host to 
Nearly 1,000 Retailers 


The Ninth Annual Market Week, held 
between Aug. 8 and 12, inclusive, at Den- 
ver, Colo., was a great success. This an- 
nual affair brings about 1000 merchants 
from Idaho, Kansas, Montana, South 
Dakota, Utah, Arizona, Colorado, New 
Mexico, Wyoming, and Nebraska to Den- 
ver to look over the stock of local jobbers 





Frank Bare 


and make their purchases for the fall and 
winter season. Each evening social activi- 
ties are provided for the visitors, special 
shows are arranged, and sections of thea- 
ters devoted to the delegates. 

The only bit of organized business took 
place on Wednesday morning, Aug. 10, 
at the Cosmopolitan Hotel with the busi- 
ness conference of the Rocky Mountain 
Merchants’ Council. Frank A. Bare, presi- 
dent of the Tritch Hardware Co., Denver, 
Colo., was chairman of this meeting, which 
was held under the auspices of the Bureau 
of Business Research of the University of 
Colorado. 

The week’s program was brought to a 
close on Friday evening, the 12th, with a 
cabaret banquet in the city auditorium. 

The local jobbers set the sum of 
$1,000,000 as the expected total to be 
spent by the visitors from the eleven 
states. 

Carl Litzenberger was the general chair- 
man; Prof. Elmore Petersen, director, 
and Dr. Don C. Sowers, secretary of the 
Bureau of Business Research, arranged the 
program. Frank A. Bare, Gifford B. Gil- 
laspie, of the Hathaway | Advertising 
Agency, Colorado Springs, and J. B. 
McKelvey, secretary and treasurer of the 
Rocky Mountain Credit Men’s Association, 
were among those who spoke during the 
week. 





Follansbee Opens Extension 


Follansbee Bros. Co. of Pittsburgh, Pa., 
has completed and is now occupying the 
extension to its Rochester, N. Y., ware- 
house. W. B. Slifer is the district man- 
ager. 





Considerable Progress Shown 
in Year ’Round Toy Sales 


“Considerable progress has been made 
so far this year in the movement to sell 
toys throughout the year instead of con- 
fining the business to the Christmas sea- 
son,” said Horatio D. Clark, assistant sec- 
retary of the Toy Manufacturers of the 
United States in a recent interview. “Re- 
tailers did a fairly active business during 
the summer months,” he continued, “and 
are sending enough repeat orders to keep 
the manufacturers quite busy.” Mr. Clark 
was quite enthusiastic over the progress 
that has been made to date. When asked, 
in his opinion, why the hardware dealers 
should stock toys throughout the year, he 
replied in substance: “The hardware store 
is the logical place to find toys for sale. 
Toys are the tools of children. Since the 
adult turns to the hatdwaré store for his 
tools, with which he must work, why 
should not the child’s tools—his toys—be 
found there also? Toys bring adults into 
the store to make purchases for the chil- 
dren. Another sale is thereby encouraged. 

“To stimulate the sale of toys during 
the whole year, the manufacturers have 
developed new lines to cover all seasons. 
January, February, and March are the 
‘indoor months’ when games, electric trains, 
and small movable toys are in great de- 
mand. The recent introduction of the 
kiddie-car, sidewalk cycle, scooter, and im- 
proved coaster wagon have augmented the 
older line of velocipedes and juvenile pedal 
vehicles, and have done much to make 
April and May the big months for out- 
door toys. Rubber, floating and beach toys 
have greatly increased in popularity dur- 
ing the past few years. These summer 
months present a long period of time in 
which many sales can be made. 

“Children’s Day, which was 
for the first time on June 18, gives prom- 
ise of being a stimulus to toy buying in 
the future. The sales which resulted from 
the gbservance of this day were sufficient 
to show retailers that toys could easily be 
sold during the spring and summer months. 

“October, like February, is an indoor 
month. November and December are re- 
sponsible for about 80 per cent of the 
year’s business. “This percentage is de- 
creasing as the year-round business in- 
creases. Retailers’ orders for Christmas 
goods have been running slightly ahead of 
last year, which is somewhat encouraging. 
It is largely a matter of letting people , 
know you have toys for sale,” he con- 
cluded, “show toys, and they will prove 
to be a profitable department.” 


observed 


New Issue of “Door-Ways” 


The September issue of “Door-Ways,” 
the monthly booklet published by Richards- 
Wilcox Mfg. Co., Aurora, IIl., has recent- 
ly been issued. 

This month’s edition contains many in- 
teresting pictures, a good story about old 
homes in New Orleans, La., an article 
about golf by Chick Evans, and several 
items relative to modern doorways. 
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Reynolds Electric Co. Make 
Two Labor-Saving Devices 


Reynolds Electric Co., 2650 West Con- 
gress Street, Chicago, IIl., is manufactur- 
ing two labor-saving devices designed for 
restaurants, hospitals, clubs, and institu- 
tions. 

The Reco Mixer and Kitchen Machine 
will mix salads, mash potatoes, chop 
hamburger, whip eggs and cream, and 
many other kindred jobs. It is made for 





either AC or DC, and has a motor which 
the manufacturer rates at 4% hp. There 
are two speeds, high and low. The bowl 
is a 21-qt. size. The mixer is 55 in. high. 


The Reco Vegetable Peeler is another 
of the labor-saving devices on the mar- 
ket. The potato cylinder is 14% by 10 in, 
inside measurements. The peeler stands 
48 in. high. The motor is 4% hp. 

The Reco peeler is made in three sizes, 
15, 30, and 60-lb. capacities. Furnished 
for belt or hand power when required. 


Remington Arms Co. Offers 
Sportsman’s Window Display 


A new sportman’s window display has 
been offered to dealers by the Remington 
Arms Co., Inc., of 25 Broadway, New 
York City. 

The central panel is the work of Hy 
former 


Watson, editor of Field and 





Stream, the side panels by Lynn Bogue 
Hunt, famous painter of American game. 
Both these men are experienced sports- 
men as well as renowned artists and know 
how furred and feathered game look and 
how to portray them realistically. 

The display is highly attractive and the 
colors are bright and cheerful. Its size, 
50 inches wide by 35 inches high, makes it 
well adapted to fit in a show window. It 
is made to last and serve for many hunt- 
ing seasons, but will be furnished only on 
request. 


The Toledo Metal Wheel Co. 
Introduces the “Fast Mail” 


One of the latest products of The 
Toledo Metal Wheel Co., Toledo, Ohio, 
is a juvenile pedal car in the form of a 


eae 


FAST MAIL 


( ¥ 


Ss 





locomotive, known as the “Fast Mail.” It 
has a steel pilot, headlight, bell and throttle 
control. The disk wheels have rubber 
tires. The “Fast Mail” is 42 in. long and 








is finished in derby red with black trim. 


Rome Electric Auxiliary Heater 
Made by Rome Mfg. Co. 
The Rome Mfg. Co. of Rome, N. Y., 


recently announced an improved design 
of the Rome Electric Auxiliary Heater. 





One feature of the Rome Heater is the 
all-copper body, with highly  nickeled 
brass top, base and legs. It is of the 
circulating-air type and uses a 660 watt 
heating element. 


Burns Mfg. Co.’s Grass Shears 
Have Serrated Edge 

An innovation in grass shears has been 

recently produced by The Burns Mfg. Co., 


1208 East Water Street, Syracuse, N. Y. 
The Burns shears have one outstanding 





feature. The blades have a serrated edge, 
composed of many small teeth intended 
to grip the blades of grass and cut clean. 
The manufacturer states that the shears 
are made of best shear steel, hollow ground 





and never require sharpening. 
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Revised Tap Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on 7/16-inch diameter tap bolts, 2 inches in length. 
Find the length line and follow along until you reach the 40 per cent discount column—here you 
find the answer, 351. Other discounts and lengths are determined in the same manner. List 
prices are per 100. 

















































































































































































































































































































































































































































































































































































































Tap Bolts (7/16” Diameter) Tap Bolts (9/16 and 5” Diameter) 

Length} List wom oneanorid Length) List | oo Pt ED a5 nln de 
10 | 20 | 25 | 30 | 33%] 40 | 50 | 60 | 70 10 | 20 | 25 | 30 | 33%| 40 | 50 | 60 | 70 

% | 360| 324| 288| 270| 252| 240] 216| 180| 144| 108; | 1 | 7301 on7| 584 | 548] 511| 487{ 438 | 3651 202 | 219 
1 405 | 365| 324 | 304] 284| 270] 243] 203| 162| 122 1% | 790] 711 | 632| 593| 553| 527| 4741 305| 316 | 237 
1% | 450| 405| 360| 338| 315| 300| 270| 225| 180| 135 1% | 850| 765 | 680| 638| 505 | 5e7| 510] 425| 340| 255 
1% | 495| 446| 396| 372| 347| 330| 297| 248] 198] 149| | 1% | 910| 819| 728 | 683| 637| 007| 546 | 4551 364 | 273 
1% | 540| 486| 432] 405| 378 | 360| 324| 270| 216| 162 2 | 970| 873| 776| 728| 679| 647| 582| 485| 388 | 201 
2 585 | 527| 468| 434| 410| 390| 351| 293| 234| 176 2% | 1030| 927| 824 | 773] 721| 687] 618| 515| 412] 309 
2y, | 630| 567| 504| 473| 441| 420| 378| 315| 252| 189 2% | 1090| 981 | 872| 818] 763| 727| 654| 545 | 436| 327 
2% | 675| 608 | 540| 507| 473| 450] 405| 338] 270| 203 2% | 1150] 1035 | 920| 863 | 805| 767| 690| 575| 460| 345 
2% | 720| 648| 576 | 540| 504] 480| 432] 360] 288| 216 3 1210 | 1089 | 968 | 908| 847| 807| 726| 605| 484 | 363 
3 765 | 689 | 612| 574| 536| 510| 459] 383| 306| 230 3% | 1270| 1143 | 1016 | 953 | 899| 847 | 762| 635| 508 | 381, 
3% | 810| 729| 648 | 608| 567| 540| 186| 405| 324 | 243 3% | 1330| 1197 | 1064 | 998 | 931 | 887| 798| 065 | 5321] 399 
3% | 855| 770| 684| 642| 599| 570| 513| 428| 342| 257 3% | 1390 | 1251 | 1112 | 1043 | 973 | 927| 834| 695| 5561 417 
3% | 900| 810| 720| 675| 630| 600] 540| 450| 360| 270 4 1450 | 1305 | 1160 | 1088 | 1015 | 967 | 870| 725| 580| 435 
4 945| 851 | 756| 709 | .662| 630| 567| 473| 378| 284 4% | 1510 | 1359 | 1208 | 1133 | 1057 | 1007 | 906 | 755| 604 | 453 
4% | 990| 891 | 792| 743| 693 | 660] 594| 495| 396| 297 4% | 1570 | 1413 | 1256 | 1178 | 1099 | 1047 | 942 | 785| 628 | 471 
4% | 1035| 932| 828| 777] 725| 690| 621| 518| 414] 311 4% | 1630 | 1467 | 1304 | 1223 | 1141 | 1087 | 978| 815| 652] 489° 
5 1690 | 1521 | 1352 “1268 | 1183 |......| 1014 | 845 | 676 | 507 

Tap Bolts (144” Diameter) 
‘ 
mentetd titer ninstcaeniad ae toate Tap Bolts (34” Diameter) 
10 | 20 | 25 | 30 | 33%| 40 | 50 | 60 | 70 —— ee ee ee ee 
DISCOUNT 

1 450 | 405| 360/ 338! 315| 300| 270| 225| 180] 135| J|Lengeh| List | _ RC AED er) 
1% | 500| 450| 400| 375| 350| 334 | 300] 250] 200] 150 10 | 20 | 25 | 30 | 334] 40 | 50 | 6 | 70 
1% | 550| 495| 440| 413| 385| 367| 330] 275| 220] 165° “1% | 1050 | 945] 840| 788} 735| 700| 630| 525| 420) 315 
1% | 600/ 540| 480/ 450] 420] 400| 360| 300/ 240| 180 1% | 1120| 1008 | 896 | 840| 784 | 747| 672| 560| 448| 336. 
2 650 | 585 | 520| 488| 455| 434| 390| 325| 260| 195° 2 _|1190| 1071| 952| 893| 833| 794| 714| 505| 476| 3:7 
2% | 700| 630| 560| 525| 490| 467| 420) 350| 280| 210 “2% | 1260 | 1134 | 1008 | 945| 882| 840| 756| 630| 504 | 378 
2% 750 | 675| 600| 563| 525] 500| 450| 375| 300| 225° 2% | 1370 | 1233 | 1096 | 1028 | 959| 914] 822| 685| 548| 411 
2% | 800| 720| 640| 600| 560| 534| 480/ 400) 320] 240| | 23% | 1440 | 1206 | 1152| 1080| 1008| 960| 864 | 720| 576| 432 
3 850 | 765| 680| 638 | 505| 567| 510| 425| 340| 255| | 3 | 1510 | 1359 | 1208 | 1133 | 1057 | 1007 | 906| 755| 604 | 453 
3% | 900| 810| 720] 675| 630| 600| 540| 450| 360| 270° 3% | 1580 | 1422 | 1264 | 1185 | 1106 | 1054 | 948 | 790| 632| 474 
3% | 950| 855| 760| 713| 665| 634| 570| 475| 380| 285| | 3% | 1650 | 1485 | 1320 | 1238 | 1155 | 1100| 990| 825| 660| 495 
3% | 1000 | 900| 800| 750| 700| 667| 600| 500| 400| 300| | 33 | 1720 | 1548 | 1376 | 1290 | 1204 | 1147 | 1032 | 860| 688| 516 
4 | 1050| 945| 840| 788| 735| 700| 630| 525| 420| 315| | 4 | 1790 | 1611 | 1432 | 1343 | 1253 | 1194 | 1074| 895| 716| 537 
4% | 1100| 990| 880| 825| 770| 734| 660| 550) 440| 330| | 4% | 1860 | 1674 | 1488 | 1395 | 1302 | 1240 | 1116 | 930| 744| 558° 
4% | 1180 | 1035 | 920 | 863 | 805 | 767 | 690 | 575 | 460 | 345 | | 4% | 1980 | 1737 | 1544 | 1448 | 1351 | 1287 | 1158 | 965 | 72 | 579 
4% | 1200 | 1080 | 960 | 900| 840| 800| 720} 600| 480| 360| | 434 | 2000 | 1800 | 1600 | 1500 | 1400 | 1334 | 1200| 1000| 800| 600 
5 1250 | 1125 | 1000 | 938 | 875 |..... 750 | 625 500 | “375° | | “5 | 2070 | 1863 | 1656 | 1553 | 1449 | 1380 | 1242 | 1035 | 828 | 621° 
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(Washington Bureau of HARDWARB AGE) 

WASHINGTON, Sept. 6—The Economic 
Division of the Federal Trade Commission 
has not as yet actively begun its inquiry 
into the subject of resale price mainte- 
nance. As a matter of fact, its precise 
plan has not been determined. The sum- 
mer vacation period, now nearing an end, 
has greatly reduced the personnel of the 
Commission, with the result that its work 
bas been slowed up. Moreover, the Com- 
mission has a decidedly large program of 
inquiries and studies under way or in 
course of preparation. Among them are 
those concerning the alleged duPont-Steel 
Corporation-General Motors merger plans; 
bread; gas; blue sky securities; coopera- 
tive marketing and price quoting methods. 

The question of resale price maintenance 
was one of the latest taken up, and there- 
fore likely will be one of the last on which 
a final report is made. The assumption is 
that the report will be made to Congress, 
though this is not necessarily so. Nor 
is it necessarily so that it will be made 
to the President. The investigation of 
this subject, of so much interest to manu- 
facturers, wholesalers, retailers, and con- 
sumers, was not ordered by Congress, but 
was taken up by the Commission upon its 
own initiative, and it may consequently 
merely make the report and keep it as its 
own record. It obviously could be used by 
Congress or business interests of the coun- 
try, as might be preferred. 

Nevertheless, the belief is that the report 
will be made to Congress and used as a 
basis for legislation, provided it develops 
sufficient importance and carries informa- 
tion that is new. It is difficult to imagine 
that it will embody much new material 
in view of the immense amount of in- 
formation contained on the subject. Busi- 
ness interests of the subject for years have 
discussed its pros and cons. The Cham- 
ber of Commerce of the United States has 
submitted the subject to a referendum. It 

**has been treated at conventions of various 
business organizations. And it has been 
before Congress for a long number of 
years, always with the result that none of 
the many bills looking to price standard- 
ization has succeeded in getting enacted 
into law. Sponsors of the proposed legis- 
lation claim that its defeat has been due 
largely to a misunderstanding of the term 
“price maintenance,” to which they object. 
It is charged that the term is misleading 
and has given the impression of meaning 
price fixing. Furthermore, opponents of 


the legislation are held to have frequently 
made capital out of the misleading im- 
pression and thus brought about a strong 





By L. W. Moffett 


influence against the proposed legislation. 

The Commission inquiry may serve to 
bring out enlightenment in the direction 
of making clear what the subject is about. 
As a matter of fact, it was made clear 
by former Commissioner Nelson B. Gas- 
kill, who was in favor of price standard- 
ization, but it is likely that his report on 
the subject has been pretty well forgotten 
except by those most closely interested 
in it. 

The investigation undoubtedly will call 
for field work and the sending out of 
questionnaires. Those who will be inter- 
viewed, or to whom the questionnaires will 
be sent, will include producers, whole- 
selers, retailers, and consumers—which 
means almost every mother’s son and 
daughter. It necessarily means that the 
work will have to be done through organ- 
izations and other sources representative 
ot those interested. There is no indication 
as to the time that will be required, but 
it is plain that it will be a considerable 
period. 

* ok ok 


The Commission also has taken up a de- 
cidedly comprehensive inquiry concerning 
methods used in quoting and charging the 
prices the consuming public pays for the 
necessaries of life. The inquiry has been 
ordered by a resolution, but the precise 
procedure to be followed has not been defi- 
nitely arranged. It is likely, however, that 
it will follow the customary course and 
be made through field work and question- 
naires. This is another case where the 
manufacturer, wholesaler, retailer, and 
consumer will be approached by the Com- 
mission’s agents. The assumption is that 
the report when made will go to Congress 
or direct to the President, likely the form- 
er, though, as in the price maintenance 
case, this is not a requirement. This in- 
quiry also will be made by the Economic 
Division and will concern three methods 
of quoting prices, (1) delivered, (2) f.o.b. 
factory, and (3) basing point method. 

The statement given out by the Com- 
mission would at least indicate that it is 
striking at the practice of quoting on a 
single basing point method such as, it 
was charged, prevailed in the Pittsburgh- 
plus practice by the steel industry. In its 
cease and desist order the Commission or- 
dered the -Steel Corporation to stop the 
practice, the inquiry having dealt with that 
organization alone. It did not include 
independent steel manufacturers, though it 
was plainly the idea of the Commission 
that the independent producers would fol- 
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Federal Trade Commission Inquiry Into Resale Price Maintenance— 
Methods Used in Quoting and Charging the Prices Consumer Pays for 
Necessities—Repeal of Pullman Surcharge Before the Next Congress 


low any action taken by the Steel Cor- 
poration. 

The Commission announced that the re- 
port is expected to develop facts and data 
of lasting value to business and industry 
as bearing on competitive conditions and 
constructive measures for obtaining greater 
efficiency and economy. The report also, 
it was stated, will form a basis for deter 
mining what are the fair practices in this 
regard. The subject assuredly is large 
enough to provide voluminous material. It 
covers a vast range of the law of eco- 
nomics. 

x ok * 


Renewed attempts are expected to be 
made at the next session of Congress for 
repeal of the Pullman excess revenue pro- 
vision—an excess charge that goes to the 
railroads, not the Pullman Co. But to say 
that the attempt will be successful is an 
altogether different matter. Even some of 
the strongest proponents of the proposal 
seriously doubt that the repeal can be 
brought about. Congress will be heavily 
laden with many major subjects, flood con- 
trol, naval expenditures, farm relief, and 
so on, which do not relate to taxation. 
But, of course, tax reduction will share 
prominently in the program and may be 
the first subject to come up. If the pro- 
posed repeal of the Pullman excess charge 
can be incorporated in the taxation pro- 
gram, it would at least get a hearing be- 
fore Congress. Otherwise it likely will 
not. It is to be remembered, too, that the 
next session of Congress comes on the eve 
of a Presidential campaign, and there is 
going to. be a lot of hot air and time ex- 
pended in political talk. The Smith-Vare 
investigation by the Senate will provide 
a fulcrum for much gabbing, and indica- 
tions are it will take up considerable time 
at the regular session regardless of. 
whether there is a special session of the 
Senate called for Oct. 20 or any other 
date prior to the regular session. Those 
who claim that by calling the Senate into 
special session in October the Smith-Vare 
matter will be out of the way by the time 
Congress meets in December may be right, 
but those who have watched the perform- 
ance of the Senate on such subjects enter- 
tain no such belief. 

The subject is ostensibly not related to 
the matter of repealing the Pullman tax 
provision, but the bearing one has on the 
other may be greater than seems probable. 
In any case the regular traveling public 
is hoping that the excess charge will be 
done away with, and will watch with in- 
terest the attempt in this direction. 
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LIBBEY-OWENS 





INDIE! 


Higher Quality-Less Breakage 
Assure Greater Profits 


with 


Libbey Owens 


GLASS 


A Nationally Advertised Product 


Sheet glass for windows that is really 
flat and of uniform thickness is easier 


to cut and glaze with- 
out breaking. 


When you handle Lib- 
bey-Owens flat-drawn 
‘sheet glass you are ab- 
solutely assured of these 
highly desirable qualities. 


The glass is flat and of 
uniform thickness be- 
cause the exclusive 
processused by Libbey- 
Owens makes it so. 


The glass is drawn flat 
in a continuous flat sheet 
from the molten state. 


Furthermore the slow 
annealing removes in- 
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Seven Salient 
Supertorities 
Really Flat Sheets 


Uniform in Thick- 
ness 


No Bows 
Less Breakage 


Clearness and High 
Lustre 


Easier to Cut 


Easier and Faster to 
Glaze 











ternal strains which, unless avoided, 
would greatly diminish strength. 


Libbey-Owens flat- 
drawn sheet glass for 
windows is always 
beautifully clear with a 
high lustre. 


Naturally glass of such 
high quality has numer- 
ous selling advantages 
and these are greatly 
enhanced by a national 
advertising campaign in 
Saturday Evening Post 
and other publications 
which is teaching the 
public to identify a su- 
perior glass by its name 
— Libbey-Owens. 


THE LIBBEY-OWENS SHEET GLASS COMPANY , TOLEDO, OHIO 


FLAT-DRAWN CLEAR 


SHEET GLASS 


FOR WINDOWS 





Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 
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General Market News 











Hardware Jobbers Now Preparing 
For Active Fall Business— 


Staples in Good Demand 


They pin their hopes on these factors: The improved agricultural 


ARDWARE jobbers are preparing for a most active fall season. 


situation, light stocks of retail stores and the fact that retailers 


carried over practically no fall stock from the 1926 season. 


Business 


on fall merchandise is already showing life, particularly in western 


markets. 


Current demand for staple goods is better than normal for this 


season, but daily totals vary in most markets. 
to be about equal to last year’s record. 


Price changes are few. 


The average appears 
Collections are running fair. 





Bank Debits Down 10.7 P. C. 
For Week Ended Aug. 24. 


Debits to individual accounts, as report- 
ed to the Federal Reserve Board by banks 
in leading cities for the week ended Aug. 
24 aggregated $11,828,564,000, or 10.7 per 
cent below the total of $13,253,759,000 re- 
ported for the preceding week. 

Total debits under review are $934,273,- 
000, or 8.6 per cent above those for the 
week ended Aug. 25, 1925. New York 
City reported an increase of $881,000,000, 
Chicago $34,000,000, and Philadelphia $21,- 
000,000. A decline of $48,000 was reported 
by Detroit and $10,000,000 each by Minne- 
apolis and Los Angeles. 

Aggregate debits for 141 centers, for 
which figures have been published weekly 
since January, 1919, amounted to $11,187,- 
638,000, as compared with $12,524,037,000 
for the preceding week and $10,278,999,000 
for the week ended Aug. 25, 1925. 





Pittsburgh Firm Announced Cut 
In Window Glass Prices 


The American Window Glass Co., Pitts- 
burgh, Pa., announced on Aug. 31 a de- 
cline of 15 per cent on window glass 
prices. European competition caused the 
cut, it is reported. 





Freight Loadings Show Increase 
For Week Ended Aug. 20 


Revenue freight loaded during the week 
ended on Aug. 20 totaled 1,066,636 cars, 
according to reports filed Aug. 30 by the 
carriers with the American Railway Asso- 
ciation. 

This was an increase of 17,356 cars 
above the preceding week this year, in- 
creases being reported in the total load- 
ing of all commodities except coke. Com- 
pared with the corresponding week last 
year, the total was a decrease of 14,867 
cars. 





Loadings by commodities during the 
week ended on Aug. 20, as compared with 
the corresponding week last year, were 
reported as follows: 

Miscellaneous freight 406,352 cars, an 
increase of 8371 cars; coal 173,558, a de- 
crease of 12,163; merchandise and _ less 
than carload lot freight 261,250 cars, an 
increase of 844 cars; grain and grain 
products 53,956 cars, an increase of 3082; 
live stock 29,542 cars, a decrease of 346; 
forest products 69,284, a decrease of 910 
cars; ore 63,310 cars, a decrease of 11,- 
752; coke 9384 cars, a decrease of 1993 
cars. 

All districts except the Pocahontas and 
Southern reported decreases in the total 
loading of all commodities not only com- 
pared with the corresponding period in 
1926 but also compared with the corre- 
sponding period in 1925. 





Campbell Sees Better Business 
With Vacation Period Ended 


James A. Campbell, president of Youngs- 
town Sheet & Tube Co., Youngstown, Ohio, 
sees moderate improvement in demand for 
oil well supplies, including pipe, but does 
not think conditions in the oil industry 
are yet stabilized. 

He expects the return of industrial and 
business executives from vacations will 
mark the release of steel tonnage and 
generally stimulate business. 





Week’s Buying Power 70.4c, 
Says Prof. Irving Fisher 
Prof. Irving Fisher of Yale University 
announced Aug. 28 that the previous 
week’s prices, based on Dun’s quotations, 
averaged 142 per cent of the pre-war level. 
The purchasing power of the dollar was 
70.4 pre-war cents, says the Journal of 

Commerce. 
Crump’s index for the week was 136.7. 
The Italian index for the week ended 
Aug. 20 was 485.6. 


Reading matter continued on page 66 





No Sign of Depression 
Seen by Credit Men 


No appreciable change in business con- 
ditions is anticipated for the remainder 
of 1927 by the National Association of 
Credit Men, according to the August 
monthly survey conducted by the associa- 
tion. 

The survey says that “conditions are 
sound and wholesome, with no sign of a 
business cycle depression which, according 
to some authorities, is long overdue, but 
which is not at all likely to materialize.” 

J. H. Tregoe, executive manager of the 
credit men’s organization, making the sur- 
vey public, said: 

“The fluctuations of the business cycle 
have been minimized in great measure by 
the intelligent control of the credit flow 
exercised by the Federal Reserve System. 
Unfavorable factors still exist, but they 
appear powerless to disturb the equilibrium 
of business. 

“Labor is still well employed at wage 
schedules which insure contentment for the 
workers and profit for the producers and 
distributers of goods. The motor indus- 
try, which slowed up perceptibly awaiting 
the appearance of the new Ford models, 
has apparently decided to go ahead any- 
way, and Detroit reports a substantial in- 
crease in employment.” 





Building Contracts Actually 
Awarded Show Increase 
Over Last Year 


While it is true that building permits 
have been running consistently below the 
figures of last year, the statistics of con- 
tracts actually awarded, as reported by 
the F. W. Dodge Corporation, which are 
a better measure of total building volume 
at this time, have consistently equaled or 
exceeded the figures of a year ago. Ex- 
planation of the different movements of the 
two indexes, says the National City Bank 
of New York City, lies chiefly in the fact 
that the contract figures include a large 
amount of engineering work, such as build- 
ing of roads, subways, bridges, etc., not 
covered in the permits and which have 
been on the increase. In this way the 
decline in the erection of apartments and 
office buildings in the cities, induced by 
easier tendencies in rents and increasing 
vacancies, has been more than offset, and 
instead of leading to a general slump, has 
simply diverted building activity into other 
channels. 

With building construction in large vol- 
ume, the steel industry has benefited by 
heavy structural buying, the July orders 
for fabricated steel being 98 per cent of 
makers’ capacity, as against 69 per cent 
in July a year ago. Elsewhere in the in- 
dustry, however, buying is slack, and al- 
though prices have held, mill operations 
have not shown the improvement hoped for 
in August. 
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Scarcely a day passes that one or more 
of our service branches are not called on 
to tell somebody what to do with doors 
that won’t work. 


In nearly every case, the trouble is that 
somebody — builder, architect, owner; 
generally owner—‘“saved money”’ 
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Doing the job over 
bs fell D be surprised to know that a 


large percentage of our volume is in 
replacements. 


cheap door-hardware; and the result is 
that the job has to be done over. A door 
that’s improperly equipped doesn’t work; 
and a door that doesn’t work is worse than 
no door at all. ; 

“Doing the job over” is a costly opera- 
tion; hardware too light for the work; or 
made to sell at a price; or mistakenly 
designed for its duty. The right thing 
even at a higher price would have cost less 
in the end. 


Richards-Wilcox doorway engineers will show you how to avoid all this, 
if you ask them. Their service is free; but it is worth money to you. 





Richards-Wilcox Mf 


AHanever forany Door that Slides 
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: i (Chicago Office of HARDWARE AGE). 
CHICAGO, Sept. 6.—There is very little change from last week in 


the hardware trade. Summer merchandise is still moving fairly 
wel! as is evidenced by the very satisfactory volume of small fill-in 
orders being received from the dealers. At the same time the de- 
mand for fall merchandise is starting and is showing an encourag- 
ingly steady increase. Staple items are in normal demand and the 
whole situation looks favorable for a good fall business. 

While there are no price changes to be reported this week, the 
general tone of strength which has prevailed for the past few weeks 
continues and slight advances on some of the more staple items 
may be looked for. 

The steel industry in the Chicago area is still at low ebb with 
production running at about 65 per cent of capacity. There is, 
however, a slight increase in the number of inquiries and the pros- 
pects for an early resumption of buying are good. 

Collections are beginning to show the usual fall gain and are run- 
ning somewhat better than a year ago. 





AUTOMOBILE ACCESSORIRS—The| creed. % er cuatd" treat ‘Wets 


demand holds fairly active as the tour- per cent discount; machine bolts, cut 

i inues. thread, 60 per cent discount; small 

ist season contine ; machine bolts, rolled thread, 60-10 

We quote from jobbers’ stocks, per cent discount; all stove bolts, 75- 

f. o. b. Chicago: 10 per cent discount; lag screws, 60 
Spark Plugs.—Splitdorf, for Fords, per cent discount. 


50c. each; regular 58c. each; Cham- 


pion X, 45c. each; Champion Blue BUILDERS’ HARDWARE.—Prices are 


Box line, 53c. each; A. C., 53c. each: =... 
lots of 100, 50c.; A. C. Special Ford, strong, but unchanged. A very satis 
36c. each. factory volume of business is being 
Spot Light.—Appleton, No. 3280, “.< 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, quote from jobbers’ stocks, 
35 per cent discount. ¢. + i icago: 3% x 3% steel butts, 
Jacks.—National Standard, No. 21, old copper and dull brass finish, $1.92 
$1.30 each. per doz. pair, case lots—less quan- 
Pumps. — Rose, 1% in. cylinder, tities, 12c. per doz. pair higher; 4 x 
$1.85 each. 4 steel butts, old copper and dull 
Tires and Tubes.—30 x 3% over- brass finish, $2.64 per doz. pair, case 
size cord tires, $8.75 each; Phave oe lots—less quantities, 12c. per doz. 
cord, $6.60 each; gray inner tubes, pair higher; heavy steel bevel inside 
30 x 3%, $1.24 each; red inner tubes, sets. $5.75 per doz. sets, case lots: 
30 x 3%, $1.45 each. steel gy oe Spent sone rem $1.45 
P per set; wrought brass it-keyed 
AXES.—The better grades are moving front door sets, $2.49 per set; cylin- 
well as the fall demand begins to get der front door sets, $6 per set. 
" under way. CAMP STOVES AND CAMP FURNI- 
We quote from jobbers’ stocks. TURE.—Sales are beginning to drop 
f. o. b. Chicago: single it ase : 
weight axes, unhandled, at $14 per off with the approach of fall. 
doz.; handled at $19.25 per doz.; We quote from jobbers’ stocks, 
double bit base weight axes, un- f. o. b. Chicago: Coleman No. 2 Camp 
handled, at $19 per doz.; handled at stoves, $8.50 each: Coleman, No. 1 
$24.50 per doz. = gone. wr pr 9 ype 
amp Koo 0. 3 stoves, $4.20 each; 
BEVERAGE AND PRESERVING American Kamp Kook, No. 7 stoves. 
SUPPLIES.—Sales continue very good $6 each; Gold Medal cots, $32.50 doz.: 


Gold Medal badger cots, $26.25 doz. 


as the canning season reaches its peak. 
CHAIN.—Sales are seasonal and prices 


We quote from jobbers’ stocks, 








f. o. b. Chicago: are unchanged. 

Bottles and Caps.—Quarts, $8 per 
gross; caps, 18c to 22c per gross: We quote from jobbers’ stocks, 
stoppers, $2.25 per doz.; cappers, f. o. b. Chicago; %-in. proof cow 
$8.50 to $9.50 per doz. chains, $8.50 per 100-!b Tenso Bull 

Strainer Sets—Strainer stand, $4 Dog and Brown coil chains, 50-10 
per doz.; strainer bag, $2 per doz.; per cent discount, No. 00-4% electric 
filter bag, $8 per doz. welded cow ties, $2.75 per doz. 

Scales—Universal No. 1021, $1.25; il 
No. 11021, $1.55; No. 19221, $2.50; No. COPPER RIVETS AND BURRS. 
1621, $3.50. While there is talk of higher prices no 

Jar Rubbers—Good Luck, double 
ws tek Bie. bat meeee. change has occurred. 

Fruit Presses—Enterprise, No. 6, We quote from jobbers’ stocks, 
$6.25 each; Juicy Fruit, 3 qt., $3.50 f. o. b. Chicago: Copper rivets and 
— 6 qt., a. = onan 12 at. $6 each. burrs, 40-5 per cent discount. 

ann 
Wc per doz No. 208 Jar $860 tex | ELECTRICAL MERCHANDISE.—The 
doz.; jar wrenches, 75c. per doz. peak season in electrical merchandise 
BOLTS AND NUTS.—Prices are being | comes in the fourth quarter and seems 
{ well maintained, although the demand | to be starting earlier than usual. No 
! is only fair. change in prices. 

We quote from jobbers’ stocks, We quote from jobbers’ stocks, 

f. o. b. Chicago: Carriage bolts, cut f. o. b. Chicago: 
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Prospects Bright for Fall Business 


Chicago Prices Continue Firm 


Electrical Merchandise.—No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 100 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; -in., brush brass_ key 
sockets, 1546c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, %e 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Table 
stove; Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2. 62 each; 
No. 767, ackages of 5, $2.44 each; 
No. 770, $3.40 each; No. uy pack- 
ages of 5, $3.17; No. 772, $2.62 each: 
packages of 5, $2.44; No. 186. $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—Sales are normal and prices 
firm. 


We quote from jobbers’ stocks, 
f. o. b. Chicago: American files. 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


GALVANIZED WARE. — Prices are 
steadily becoming firmer and conces- 
sions are being withdrawn. 


We quote from jobbers’ stocks, 
f. o. b. Chicago: Standard ery 
after-made tubs, _ wa? ; No. 
$6.85; No. 3, $8; i ralvanized 
after-made pails, 2 12) “ie at., $2.33; 
14 qt., $2.60. One gal. ‘all galvanized. 
oil cans, $2.75 doz.; 2 gal., $4 doz.: 3 
gal., $6 doz.;°5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.20 doz.: No. 
$7.00 bu. bailed galvanized measures, 


GLASS AND PUTTY.—The demand 
for putty is picking up and prospects 
are bright for a good fall business on 
glass. 


We quote from jobbers’ stocks, 
f. o. b. Chicago: Single strength A, 
all brackets, 88 per cent discount: 
single strength B, all brackets, 89 
per cent discount; double strength A, 
all brackets, 88 per cent discount: 
double strength B, all brackets, 89 
per cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Ib. 


GOLF GOODS.—The demand continues 
active, especially for the better grades 
of clubs. 


We quote from jobbers’ stocks, 
f. o. b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each: 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs. 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each: Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron ciubs, $3.35 each: U. S. 
Royal Golf Balls, $6.50 doz.: St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—Prices are unchanged 
and the sales volume is normal. 


HAMMERS— 
We quote from jobbers’ stocks, 
f. o. b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz., machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 

$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
i. b. Chie eeo- First quality hatchets, 
2 shingling, $12. - doz.; First 
quality hatchets, No. 2 Broad, $16.40 
doz.; medium quality hatchets. No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 
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Announcement of this unique open-to-all 
$1000.00 prize contest will command the atten- 
tion of the trapping world. Why not make it 
work for you Mr. Dealer ? 


Your jobber is prepared to supply you with the 
best in game traps—VICTOR, NEWHOUSE and 
ONEIDA JUMP—backed by an absolute guaran- 
tee and eighty years of trap-making experience. 


Our fall and winter window trims have been 
designed to draw trappers into your store. The 
Suggestion— There is no ° ° 
‘ane eh 2. Sn tie-up is complete. Drop us a post card for these 
so Ags ayn attention-compelling sales helps and be prepared 
se a “rie 
to double your sales on ONEIDA Steel Traps. 


Mouse Trap Counter Package 
NOW! 





The popularity of the famous brands, plus the 
tremendous demand for raw fur, will mean added 
profit for you! 




















ANIIAL TRAP COMPANS «AMERICA 


The Worlds Udest Largest Manufacturers a Animal Irepst 
LITITZ, FA. 
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HANDLES, TOOL.—There is a nor- wae lots, 72c. per SCREWS.—Prices are unchanged and 
mal and steady demand, with prices White Lead—100 1b. lots, $13.75: there is a good steady demand. 
very firm. om, Se eS 25 Ib. lots, $3.50; We quote from jobbers’ stocks, 
- ; % Ib. lots, $1.80. f.o.b. Chicago: Flat head, bright 
Py ell Ss ee Shellac.—(4% lb. cuts), white, $2.60 screws, 75-20-35 per cent; round head, 
A Handi N s tlckeew 84 per gal.; orange, $2.30 per gal. blue, 12% =20-35 per cent; flat head, 
: xe “0 $3 do o. 4 cient English Venetian Red.—In barrels, brass, 72%4-20-35 per cent; round 
Sichery. a ah finest selected sec- $3.50 to $6.75 per 100 Ib. ee ee ee ee 
ond growth hickory, $6.50 doz. ssid Paste.—Barrel lots, 7c. per SOLDER AND BABBITT.—Sales are 


Hatchet and Hammer Handles.— 


picking up somewhat. Prices are un- 


No. 1, 90c. doz.; finest second growth PREPARED ROOFING.—The fall de- | changed. 


hickory, $1.80 doz. 
HINGES.—A good volume of orders 
being received and prices are strong. 


— 


is | mand has not yet started to any extent We quote from jobbers’ stocks, 
and sales are rather quiet. tob. ¢€ 


hicago: Warranted 50-50 
solder, $41. 00 per 100 lb.; medium 


r. t from jobbers’ stocks, We quote from jobbers’ stocks, 45-55 solder, $40.00 per 100 lb.; tin- 
Be ee ae strap hinges f.o.b. Chicago: Best grade slate sur- ners, 40-60 solder, $39.00 per 100 Ib.; 
in bundles, 4-in., 88c.; 5-in., $1.16; faced prepared roofing, $2.50 per high speed babbitt metal, $20.00 per 
6-in., $1.28; 8-in., $2.05: 10-in., $3.45 gage lly ad grade a oe ggg 44 Ib.; standard No. 4 babbitt metal, 

n., apt a td 2.65 p square; medium tale sur- 3.00 » 
per doz. pair; extra heavy T hinges faced, $2 pef square: per 1 Ib. 


in bundles, 4-in., $1.21; 5-in., $1.49; faced, $1.20 per sq 


hare ta eur, | STEEL SHEETS.—The demand is very 


6-in., $1.53; 8-ip., $2.49; 10-in., $3.71 Y = “ : 
2 De. sheathing, $57 per ton, good, with prices strong but un- 


per doz, 


HUNTING CLOTHING.—Sales are | PYREX WARE.—September and Oc- | changed. 


showing some increase as the fall sea- 


son approaches. , , pe 
their stocks in antici 


tober are excellent sales months for re- We quote from jobbers’ stocks, 


f.o.b. Chicago; 28-gage galvanized 


tailers, and many of them are filling in sheets, $5.30 per foo Ib.:  28-gage 


pation of a good black sheets, $4.20 per 100 Ib. 


. SZERS.—The de- : 
ICE peers sig ogra Prins ane | fall business. STOVE PIPE AND ELBOWS—COAL 
mand is ¥ ing up , r We quote from jobbers’ stocks, HODS.—Fall business is starting well, 
unchanged. f.o.b. Chicago, a . with prices the same as last year. 

We quote from jobbers’ stocks, _Bread Pans.—No. 212, $7.20 doz.; , 

f.0.b. Chicago: White Mountain, 1 No. 214, $12 doz. We quote from jobbers’ stocks, 

at., $4.80 list; 2 $5.60 list; 3 at. New Handled Casseroles.—Round. f.o.b. Chicago: 28-gage, 6-in. Blued 

$6.75 list; 4 at., ates. 25 list; 6 at., No. 622, $12 doz.; No. 623, $14 doz.: Stove Pipe, 13c. per ft.; 28-gage, 6-in. 

Hlods lin: & at: aida ust: to at | Ovat, No; 6at, Fi8 dpe. No. aga Gi | ora ad St uate 9% 

2 21.50 list: 15 at., ica y , No. 642, $12 “Be os + 5 
$17.90 list; 12 qt., $21.5 lis Bes. are allow Oval, No. 642, $12 doz per doz.; 17-in. Competition Coal 


$25. 60 list; 20 at., $33.20 list; No. 6438, $14 doz. 


$42.60 list; Arctic, 1 qt., $4 list; : 





Pie Plates.—No. 208, $6 per doz.: 


Hods, $4. ‘35 per doz. 


$4.60 list; 3 at., $5.45 list; 4 qt., $6.80 No. 209, $7.20 per doz. WIRE PRODUCTS.—Prices are un- 
list; 6 at., $8.60 list; 8 at., $11. 10 list. Tea Pots.—2 cup, $21 doz.; 4 cup . . 
All the above less 50 per cent dis- $24 doz.; 6 cup, $28 doz. , changed, while sales are showing some 
count. Alaska, 1 qt., $2.05 list; 2 at., Utility Pans.—No. 231, $8 doz.: No increase. 
$3.45 list; $3 at. $4.10 list; 4 te $5 232. $14" doz No. 231, .: No. : : ’ 
tet: dd . X 2 oeouw, fae P 
ome A a sie tists 12 at. $14 list: Iced Tea Sets.—$4 per set. ton Chicago: No. §' black omnes 
, at 17 list; 20 qt., $21.50 list. <A : wire, $2.95 per 10 No. 9 galvan- 
15 at. § of 20° and 40" per cent on all ROPE.—Sales are good and manila ized plain "wiea, $3.40 per foo Ib.; 
above prices. Acme, : tt. galv.. $8 prices are especially strong. ~~ weight pool galvanized cattle 
r doz.; 2 qt., enamel, per doz.: Ss . or hog wire, per cw ro 
Ve qt., ceased, $18 per doz. Above We quote from jobbers’ stocks, spool of galvanized hog wire, $3.18 
prices are net. co), Cee: igs Ss. 7m poet. eane fence staples, 
g arc Ds - &0C 20*A2C, des 3. er . 
NAILS.—A normal sales volume is re- No. 2 manila, 22c. per Ib.; No. 1 sisal, » . 
sorted, with prospects for fall business 144%4c, to 16c. per Ib.; No. 2. sisal, WRENCHES.—Prices are unchanged 
, . . se * ve 2 hy > ca Sa e 
bright 13%c. to 15c. per Ib. and sales are satisfactory. 
r . r ’ 
We quote from jobbers’ stocks SASH CORD.—Sales are good at the ‘ We auete from te stocks. 
e ote ) : TS STOCKS, : .0.b. Chic 4 i 4 
f.o.b. Chicago: Common wire _— ce- recently advanced prices. 60-10 or cmt Gecant. Gees 
ment coated nails, current orders, Fin iobt tock wrenches, 40-10 per cent discount; 
$2.95 per keg base. Pe = = eo li aga = — standard engineers’ wrenches, 50-10 per cent 


PAINTS AND OILS.—The demand is brands, $8.00 per doz 
active and prices are unchanged. 


$9.10 per doz. hanks. 


os hanks: No. 8, discount off new list; Stillson 


wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 


; AG T 7 ___ Pri Snap-on Wrenches. — Radio and 
We quote from jobbers’ stocks, SASH PULLEYS.—Prices are init electrical sets in metal cases, $2.75; 
f.0.b. Chicago: firm and a good volume of orders is be- No. 101 Master Service Set, $13.75: 


Linseed Oil.—Raw, barrel lots, 92« ing received. 





No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 





per gal.; 5-barrel lots, 89c. per gal. 

Linseed Oil—Boiled, barrel lots, We auote from jobbers’ stocks, 608 Crankease Drain Plug Socket, 
95c. per gal.; 5-barrel lots, 92c. per f.o.b. Chicago: Common sash _pul- $3.20; No. 90 Square Socket, Set, 
gal. | leys, 55c. per doz.; barrels, 50c. doz. $3.70; No. 1817 Giant ‘“‘Snap- on” with 

Denatured Alcohol! — Barrel lots, | Commonsense, 2-in., 55¢e. doz.; bar- extra heavy duty ratchet, $27.35. All 
5314c. per gal.; steel drums extra, $6, | ~—rels, 50c._doz.; No, 110, 50c. doz.; Snap-on Wrenches less 33% per cent 

u | barrels, 45c. doz. discount. 


returnable. \ 





Verified Retail Store News Notes 


Stone & Freeman are discontinuing business in Lebanon, Tenn. 

H. D. Hutchinson has succeeded Hand & Hutchinson in Wess- 
ington, S. D. 

Sullivan-Belton Hardware Co. is the new name for the former 
Sullivan Hardware Co. in Belton, S. C. 

Ss. E. Burrows has taken over the business of W. R. Kelly in 
Bellflower, Cal. 

Rankin Hardware Co. has opened a store at Elm and W. 
Second Streets, Walnut Ridge, Ark. 

R. C. Miller has succeeded Carl H. Repp in 5018 Eagle Rock 
Boulevard, Eagle Rock, Cal. 

Rhodes Hardware Co. has taken over the business of J. B. 
Rhodes & Son, Caruthers, Cal. 

Glassford Hardware Co., J. S. Glassford, proprietor, have suc- 
ceeded to the business of James W. Ives in Los Banos, Cal. 

Freedom Hardware Co. has succeeded Joe Scott in Freedom, 

kia. 

A. E. Arnold has opened a store at 16607 Miles Avenue, Cleve- 
land, Ohio. 


Seitz-Breidenbach Hardware Co., Salem and Ravenwood Ave- 
nues, Dayton, Ohio, are now occupying their new building at 
the above address. 


Plymouth Hardware Co. has recently opened a store in 
Plymouth, N. C. 


Paul & Horter, 372 Hudson Street, New York City, have moved 
to 420 Hudson Street, New York City. 


M. L. Brandel has opened a new store at 1272 Morrison Avenue, 
Bronx, New York City. 


Armen Apple has succeeded Bailey Roberts in Taswell, Ind. 


Earl Bennett & Lorle Powell have taken over the business of 
H. W. Bortree in Plymouth, Ind. 


Otto Bavis has succeeded Charles Abplanalp Hardware Co. in 
Osgood, Ind. 


R. J. Neeson has moved from Springfield, Ill., to Divernon, III. 


John G. Butler Co. have opened up a new store at Congress 
and Whitaker Streets in Savannah, Ga. 

Thomas Hardware Co., Inc., are now located at 311 Franklin 
Street, Tampa, Fla. 


Reading matter continued on page 70 
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10 FT. AIR COLUMN 
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SALESMANSHIP! 4% UTAH RADIO 
THE UTAH LINE PROVES IT WITH UTAH PRODUCTS CO. 
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A Wet August Reduced Retail Hardware 
Sales, Yet the Trade Is Buying Goods 


BOSTON, Sept. 6.—August was a decidedly wet month in New En- 
gland. Crops in numerous instances were ruined or badly dam- 
aged, particularly potatoes and apples, the two important crops. 
There was little opportunity for city folks to do outside work. Nat- 
urally there was some recession in retail over-the-counter sales dur- 
ing the month, that statement not only applying to a comparison 
with July, but with August, 1926, sales. 
trade in general is not burdened with heavy stocks, owing to a pro- 
tracted period of hand-to-mouth buying, there is little uneasiness, 
although some slowing up in collections is reported by shelf hard- 
Most retail dealers look for a good business 


ware jobbing houses. 


this month, as well as in October, November and December. 
progressive house says in regard to the future, “With money as 
cheap as it is today, there is no reason for anybody going short of 
New England or the country as a whole.” 

Shelf hardware jobbers report sales holding up well regardless of 


the reduced retail transactions. 


more interest in futures than they have of late, yet there is no con- 
certed forward buying movement, and most likely will not be until 
toward the last of this month. Current activity therefore represents 
urgent retail needs or the balancing up of stocks, with the usual 
amount of stocking of goods not heretofore carried by the individual 
Heavy hardware houses and the mill supply firms say 
business dropped off quite noticeably the latter part of August, but 
such a movement is seasonal and of no real significance. 


dealer. 


(Boston Office of HARDWARE AGE) 


But because the retail 


One 


A few retail firms are showing 








BATTERIES. 
scrap in Chicago draws nearer there 
seems to be a steady expansion in de- 
mands upon jobbers for radio batteries. 
Old 1927 is to be a whale of a year in 
batteries. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 50, 32%c. each net, freight 
allowed. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, $1.75: No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots. 
40c. each net. B. batteries, in units 
of 10, No. 764, $1.14 each net; No. 
760, $1.30; No. 771, 39c. Storage bat- 
teries, 6 to 9, $9.75 each net; 6 to 11, 
$11.10; 6 to 13, $13.05. Radio, No. 
486, $5 list. 


BOILER LIQUID, ETC.—While there 
is nothing spectacular about business 
there is a remarkably good steady 
movement of boiler liquid and kindred 
merchandise out of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Hercules tile and 
er, $2.00 per dozen 
$1.90 per dozen. 

Hercules Radiator Stop Leak, 8 
ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 

Yeo boiler liquid, quart cans, 
$2.25 each. 


CAPS AND CAPPERS.—As has been 
the case for about a month, the demand 
for caps and cappers is excellent. Quite 
a few retail dealers are buying large 
quantities every little while, but the 


Porcelain clean- 
in gross lots, 


| average order placed with jobbers is no 





more than moderate. 


We quote from Boston 
stocks: 

Bottle Crowns.—One gross to the 
carton, 2lc. per gross net; ten gross 
to carton, 20c.; fifty gross to carton, 


19¢. 

Cappers. Indestro, No. 1000, 
$10.80 per doz. net; Eveready, No. 
100, $9, No. 1018S, $10; No. CB, $21. 

Corks.—Two X tapered, No. 5, 70c. 
per bag of 500; No. 6, 75c.; No. 7, 
; No. 8 ; No. $1.30: No. 

: : . 14, $2.20; 
Short No. 

ae A 

No. 


jobbers’ 


Straight, ie 
$5.40 per 1000 net; = 8, $5.85; 
9, $6.90; No. 10, $7.65. 


CONDUCTOR PIPE.—People evidently 
believe we are to have an early win- 
ter, and acting on that theory are re- 
newing worn-out conductor pipe. The 
movement of stock out of jobbing 
houses clearly indicates so. 


We Boston 
stocks: 

Conductor Pipe.—Steel, 28 gage, 2 
in., in lots of 250 ft., 18c. per ft. list: 
3 in., 20c. Discount, 60 and 15 per 
cent. Toncan, 28 gage, 2 in., 18c.: 3 
in., 20c. Discount 45 and 10 per cent. 
Sheet steel, 28 gage, 2 in., 18c.: 3 in., 
20c. Discount, 75 per cent. Higher 
prices are asked for smaller lots. 

Elbows.—Round, corrugated, steel. 
28 gage, No. 2, 2 in.. 30c. each a = 
lots of 300: 3 in., 36c. No. 3, 2 


quote from jobbers’ 


the public with this information, and at 

the same time see that sufficient stock 

is on hand to meet public requirements. 
We quote from Boston jobbers’ 


stocks: 
Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 


Same in 2-lb. cans, $3.90 per dozen. 
The 1i-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons. 


FOOD CHOPPERS.—As is usual at 
this time of the year there is a call for 
food choppers. Retailers are in the 
market frequently with repeat orders, 
but are taking small amounts of stock 
at a time. 


We quote from Boston 
stocks 

Pood Choppers.—Russwin, 
$2.70 each list; No. 2, $3.30; 


jobbers’ 


No. 1, 
No. 3, 


$4.20. eB 40 and 5 per cent. 
Universal, No. 00, $1.25 each net; No. 
1, $1.52; No. 2 $1.86: No. 3, $2.37: 
No. 323, $2.20; No. 331, $3.38; No. 
333, $3.72; No. 304, Sie No. 344, 
$9.45. Enterprise. $2.26 each 
net; No. 1 ng Bhi $1.39; No. 
602, $1.74; Now” 703, $2.2 


JAR RUBBERS.—In common with the 
various things required at this time of 
the year for preserving, there is a fair- 
ly brisk demand for jar rubbers. 


We quote from Boston jobbers’ 
stocks: 

Rubbers.—Fruit jar, in broken case 
oa 75c. per gross net; in full cases, 


PAINTS.—A feeling persists in retail 
and jobbing circles that September will 
be a good month for paints. We have 
not had a great deal of real painting 
weather this summer and there is a tre- 
mendous amount of such work needed 
throughout New England. 


We quote from Boston 
stocks: 
——— mixed paints, 


jobbers’ 
per gallon, 


ne 
enunne Colors.—Gallon containers, 

$3.10; %-gal., $3.25; -gal., 

pints, $3.70; %-pints, $4.30. 

Outside White.—Gallon containers, 
$3.30; %%-gal., $3.45; -gal., -60; 
pints, $3.90; iy. pints, $4.50. 

Inside White.—Gallon containers, 
$3.30; W-gal., $3.45; %-gal., $3.60; 
pints, $3.90; %-pints, $4.50. 

ark Green.—Gallon Containers, 
$3.55; %- oa $3.70; %-gal., $3.85; 
pints, $4.1 pints, $4.75. 

Permanent Green.—Gallon contain- 

8S. $3.55; %-gal., $3.70; %-gal., 
$3.85; pints, $4.15; %-pints, $4.75. 

Vermilion.—Gallon containers, $4.30: 
%-gal., $4.45; rt . » $4.60; pints, 
$4.90; %- pints, $5.5 50 


RADIO GOODS.—Radio sets and ac- 
cessories are selling much better than 
they did a year ago. A goodly per- 
centage of goods shipped daily by job- 
bers is going into immediate consump- 
tion, but possibly a major portion of 
business booked is for delivery a little 
later in September. 


We quote from Boston jobbers’ 
stocks: 
Radio Sets.—Bosch line, 6 tube, 





30c.; 3 in., 36c. Discount, 60 ay 16 
per cent. Toncan iron, No. 2, 2 in., 
40c. each list in lots of 300: 3 in., 
48c. No. 3, 2 in., 400.5 3 in., 38¢. Dis- | 
count 55 per cent. Higher prices 
are asked for smaller lots. 


DRAIN PIPE CLEANER.—Now is the 


table model, cruiser, No. 66, $97.50 


each list: 6 tube, Console model, No. 
76, $167.50; 6 tube, enclosed speaker, 
No. 76L, $187.50; 7 tube, Console 


model, enclosed antenna and speaker. 
cruiser type, No. 57, $325: 5 tube, 
table model, Royal Console, $85: 5 





time for drain pipes to be cleaned out, 
and the retail dealer should acquaint | 


cube. table Console, Imperial cruiser, 
$1.4 Discount, 40 per cent. 
Tisnleatent ned line, B_ bat- 
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This Dover Sales and Service Fixture 





identifies the authorized Dover 
Dealer. A full stock of all Dover “No- 





burn-out” products are included 
in this stand. Tie up with Dover 
National Advertising on this stand. 


Hardware men say: “Dover is the most profit- 
able line of Electric Irons and Percolators” 


READ WHY — 


OVER recommends concentrated 

effort on one line of electrical ap- 
pliances and supplies full cooperation to 
dealers who sell Dover products. The 
Dover line is well-known, nationally 
advertised, profitable and 
practically service-free. 
There are no burn-outs to 
eat up profits. Dover is the 
only line that guarantees this. 


You, too, can cash in with 
the hundreds of other 





hardware outlets who are making a profit 
as authorized Dover dealers. 


You can sell a Dover iron in 9 out of 10 
homes even though they have electric 
irons by simply talking to your customers 
aboutit. Dover productsare 
known through extensive 
advertising in the Saturday 
Evening Post,Ladies’ Home 
Journal and newspapers. 


Write either to us or to 
your jobber today. 





THE DOVER MANUFACTURING COMPANY of DOVER, OHIO 
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tery, $42, list. A battery, $58. Dis- 
count, 40 per cent. 

Speakers. — Bosch line, concert, 
$27.50. Discount, 40 per cent. 


Tubes. — Cunningham, No. Cll, 
= each list; No. C12, $2.50; No. 
299, $2.25: No. CX299, $2.25: No. 

€ X30, $2.50; No. CX301A, $1.75: No. 
CX300A, $4; No. CX112, $4.50; No. 
CX316D, $7.50. Discount, 30 per cent. 


RAKES.—Belated covering of require- 
ments by the retail trade is reported. 
Sales so far this season have been just 
about on a par with those of a year ago. 
Not all of the retail trade have bought 
what is needed. 

We quote from Boston jobbers’ 
stocks: 

Rakes.—Wooden lawn, three bow, 
Hub, $8.75 per doz. net; steel, $9. 
Rugg, steel, No. 37X, $10 per doz.,; 
wooden hay, two bow, $6.90; steel, 
$7.15. 


ROPE AND TWINE.—As is usually 


the case at this time of the year, many 
retail dealers look to their stocks of 
rope and twine, particularly the for- 
mer, because quite a public demand de- 
velops in September and October and 
even later. The movement of goods 
out of jobbing warehouses is therefore 
quite satisfactory. 

We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 24%4c. per lb. base; 
sisal rope, 1844c.; hay rope, 19c.; cot- 
ton rope,. 50c. 

Lath Yarn.—Sisal, C130, 18c.; D200, 
19c. per Ib. 


Twine.—Hemp in 2 -lb. balls, No. 
12, 47c. a lb.; No. 18, 42c.; No. 24, 


40c.; No. 36, 38c.; No. 48, 37c. ; Yazoo, 
24 10-oz. balls, ’80c. a box. Bison, 
12 2-oz. balls, 80c. a box. Cotton 
cones, 44c. Jute, 2-ply, 30c. Marlin, 
2-ply in 1-lb. balls, No. 4%, 27c.; 


No. 6, 24c.; in 2-lb. balls, No. 8, 22c. 
Yacht Marlin.—Tarred, 48c. per 
Ib. 











STEEL GOODS.— Manufacturers of 
steel goods are out with new price lists 
for 1928. The general run of prices 
shows very little variation from pre- 
vailing quotations, but where there are 
changes, advances predominate. Job- 
bers have not adjusted their prices as 
yet. 

TRAPS.—Indications are it will be 
fully as good a season for traps as 1926. 
Orders already booked with jobbers in- 
dicate so, and it is believed that less 
than 50 per cent of the retail trade has 
bought stock. 


We quote from Boston jobbers’ 
stocks: 

Game Traps.—Gibbs line, two trig- 
ger, 15 dozen to the barrel, $5 per 
doz. net; single grip, No. 1, 35 dozen 
to the barel, $1.88; No. 2, 18 dozen to 
the barrel, $3.35; No. 3, 15 dozen to 
the barrel, $5.50; No. 4, 10 dozen to 
the barrel, $6.70. 





Northwest Market Conditions Improve 
With Good Crop Yield—Collections Gain 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Sept. 6.—Crop yields in the Northwest are turning 
out well, holding up well toward the original estimates on the aver- 
age. In some places rust has cut down the yields, but the average 
is exceptionally good. The corn crop, which was in doubt for several 
weeks, seems to be making up for lost time and will turn out a very 
good crop. An early frost caused a lot of apprehension, but for 
the greater part of the corn territory, the results are going to be 


good. 


and winter trade. 


ahead of what it has for several years. 


Dealers are now interested in filling up their stocks for the fall 
It is expected that trade this fall will run far 


Conditions are right for 


good business, and with the crop yield trade is expected to show a 
very decided increase over the past few years. 
Carriage and machine bolts and rope show a slight increase in 


prices. 


Other prices are firm as previously quoted. 


Collections are beginning to gain, as the early marketing of crops 


gets under way. 





AXES.—Demand is showing some signs 
of improvement, with dealers filling 
their stocks for the fall and winter 
trade. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit. base 
weight, $21.50; Plumb Dreadnought, 
unhandled single bit axes at $15: 
double bit, $20; handled, single bit. 
$19.75; double bit, $24.75 doz., net. 


AUTOMOBILE TIRES.—Sales are still 
running high, although the peak of the 
tourist season is over. Stocks are well 
filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Late cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50: 
balioon tire, 29 x 4.40, $9 65; 30 x 
5.25, $15.95; heavy d ty, 32 x $6.20. 
$26.75; tan tubes, 30 x 3%, $1.70: 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 





tire tubes, gray, 27 x 4.40, $1.90: 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 
BOLTS.—Call for bolts is good, with 
ample stocks on hand. Carriage and 
achine bolts are slightly higher. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent, and 
lag screws at 60 per cent from stand- 
ard lists. 

BRADS.—Call for brads still runs fair- 
ly high. Stocks are well assorted and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDING PAPER. — Demand is 
steady, with stocks ample for the call. 
Prices have not changed. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
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sheathing paper in all weights, 20 
to 40 Ib. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 
CHURNS.—Sales are good, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel type 
churns at 334% per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
class of material still holds good, as 
building is moving along at a fair rate. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gal. slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga. 3-in. conductor 
pipe, $5.40 per 100 ft., and 3-in. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Demand is steady 
and shows some signs of improvement. 
Prices are unchanged. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities, 10 ga. top and bot- 
tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93: 3- in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Sales show a very fair volume 
of business in this line. Stocks are well 


assorted and prives firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Demand is 
steady and good, with stocks ample for 
the call. Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. 1 
alvanized tubs at $7.25; No. 2 $8.00; 
Yo. 3, $9.25; ae | 
$12.60;' No. 3, $13.80; No. 3, $15; 
Standard 10- qt. ails, $2.55; 12-qt., 
$2.90; 14-qt., $3.25; stock pails, 16- 
“ory $4.70, and 18- -qt., $5.50 per doz., 
ne 


GLASS AND PUTTY.—Call is begin- 
ning to improve slightly. Dealers are 
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She Preference 


to buy from a Store 


1S Growing 


OST people prefer to purchase from a responsible store. They 


want the certainty of service and freedom of selection. 


This tendency is growing. Women folks are awakening. They've 
been “sold” too many times by front door strangers. They're begin- 
ning to appreciate store buying—the advantages of a well organized 
concern where they may choose and buy, rather than be sold by high 





Horton No. 34 Series. 
Submerged agitator type. 

ppertub. In electric— 
gasoline—or pulley power. 





No. 23 Horton Motor 
High Speed Washer. 
Wood, hand power. 





Horton Automatic 
Ironer. 30-inch, complete 
open end roll; electric or 
Pe heat; electrically 
driven. 


pressure salesmen. 


Forward looking dealers have sensed this change 
in buying habits. They have learned that volume 
built by extravagant forced selling, in the end is 
of small profit. 


Dealers are doing their own merchandising and 
selling— advertising their store—and their service. 


They are keeping their stock investments at a min- 
imum— getting quicker turnover and surer profits 
by relying upon the jobber. 


Horton has never doubted the ultimate preference 
for store distribution—store buying. The high 
quality of Horton Washers and Ironers, recognized 


for years and years, is a result of low cost distribu- . 


tion through the jobber. 





HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 





No. 40 Horton Electric 
Washer. Copper tub; 3+ 
cup suction, 





No. 30 Horton Peerless 
Washer. Wood tub. 
Water-power motor. 





No. 33 Horton Electric 
Washer. Wood tub, agi- 
tator type. 








HORTON Te 


GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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considering their fall stocks. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-Ilb. 
drums at $4.85 cwt. net. 


HAMMERS AND HATCHETS.—Sales 
are running to a very fair amount, with 
stocks well filled. Prices have not 
changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: eo No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Demand is declining in this 
line, with dealers cleaning up their 
stocks for the end of the selling sea- 
son. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog %® in., 
7-ply, 13%c. ft.; Competition, % in., 
3-ply, 74%c. ft.; Good Luck, %& in., 6- 
ply, 10c. ft.; Electric double braid, 
3 in., 50-ft. lengths coupled, 14%c. 
t. net. 


ICE CREAM FREEZERS.—The main 
part of the selling season is past and 
dealers are reducing their stocks ac- 
cordingly. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 

Acme galvanized, 2-qt., 67c. each, 
and blue enameled, 2-qt., $1.50 each, 
net. 


LAMPS AND LANTERNS.—Demand 
is increasing for this line. Stocks are 
being filled for the winter trade. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 
doz.; No. L 327 Coleman lanterns, 
$5.25; No. L 427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


LAWN MOWERS.—The end of the 
selling season is in sight, and stocks are 
being cleared out for other merchan- 
dise. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C, 45 per cent; style 
E, 50 per cent; style K, 40 per cent 
from lists; Riverside ball-bearing, 
14-inch, $8.50; 16-in., $8.85; and 18- 
in., $9.25 each. net. 


MILK CANS.—Call is steady and with 
good volume. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65: wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 

net. 


NAILS.—Demand is holding up well 
as building is entering upon the fall 
season. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 
ment coated wire nails in 100-lb. 
kegs at $3.10 per keg, base, net. 

OIL HEATERS.—Call shows a steady 
increase with the coming of cool nights. 
Stocks are being filled accordingly. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, $7.00; 
No. 016. $8.25; No. 0190, $10.50; No. 
151, $7.50; No. 0161, $8.75; No. 0191, 


11.00; No. 505 Giant, $11.25; No. 605, 
12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Paint- 
ing is progressing at a very good rate, 
and paints are much in demand. The 
past few weeks have seen the usual ac- 
tivity toward putting rental proper- 
ties into shape for the September 1 
moving. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in one-gallon 
cans; second grade house paint at 
$2.00 per gal., in one-gallon cans, and 
white lead in 100-lb. containers at 
$12.48 cwt. 


POULTRY NETTING.—Sales show a 
falling off, and dealers are clearing 
their stocks. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
poses netting at 60 per cent from 
ists. 


PUMPS.—A very good trade in this line 
is anticipated during the early fall. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440. 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65: No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift. 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


PYREX OVENWARE.—Demand shows 
a steady increase, with stocks being 
filled for the fall and winter. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33: No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, 
$1.67; No. 26 tea pots, $2.33: and No. 
953 percolator tops, 7c. each, net. 


REGISTERS.—Call is steady and good. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 

ROPE.—Sales are holding up well, with 
stocks in good condition. anila rope 
is slightly higher. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade man- 
ila rope at 25%cts. Ib., base, and 
best grade sisal rope at 17c. lb., base. 

SANDPAPER.—Demand is good from 
painters and builders. Stocks are well 
filled, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 

1, 85c. per box of 100 sheets: sec- 
ond grade No. 1, 77ce. per box of 
100 sheets, and garnet No. 1, $16.75 
per ream, net. 
SASH CORD AND WEIGHTS.—Call is 
steady, with stocks well filled. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 62c. lb.; second grade, 35c. 
lb.. and cast iron sash weights, $2.10 
cwt., net. 

SCREEN DOORS AND WINDOWS.— 
Call is very good, with stocks in good 
shape. Prices are firm as quoted. 


We uote from jobbers’ stocks, 
f.o.b. twin Cities: Common 2-8 x 6-8 
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screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, ‘$1. 97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash exten- 
= 24-in. screens, $5.00 per doz., 
net. 


SCREWS.—Call is steady and good. 
Stocks are well assorted, with prices 
showing no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15;-flat head brass, 80-10: 
and round head brass, 75-20 per cent 
from lists. 


SOLDER.—Demand is good, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 404c., and warranted 
half and half solder at 41%c. per Ib., 
net., in 100-lb. lots. 


STEEL SHEETS.—Call is good, with 
ample stocks from which to draw. 
Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


TIN.—Demand is holding good. Stocks 
are ample for the call, with prices 
showing no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 


WHEELBARROWS.—Sales are fair, 
with ample stocks from which to draw. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
ne 1G American garden, $6.25 each, 
ne 


WIRE CLOTH.—Demand shows a de- 
cline, and dealers are clearing up their 
stocks for the end of the season. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WIRE.—A slight increase is noted in 
the call for fence wire. A very good 
volume is anticipated in this line this 
fall. Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-road spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Sales are running fair- 
ly good, with stocks ample for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
$1.70; 12-in., $2.06; 15-in., $2.75 each, 
net. 
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Some ok of the kading Barrows 
in the STERLING LINE 








No. 3A a high grade low priced No. 10A Mortar and concrete 
barrow of medium capacity for barrow built to A.G.C. stand- 


general work. ard size and construction. 


Sell a man a better wheelbarrow 
and you make a good impression. 
The better it works, the more he 
thinks of the goods you carry. 





na 20 RR gg Pte og No. 11 A large capacity coal 
arrow of hi grade. In- . barrow for use in coal yards 
toned tae Gstaad week. The longer it lasts, the stronger aoa phe yards, 


that first impression. He is im- 
mediately “sold” on your place of 
business. 


Dealers who carry the “STER- 
LING” line of standardized 
wheelbarrows know this to be a 
fact. Many have established a 





No. 36 A narrow tray coal 


es geo 4 ee com- permanent and profitable business henweve fer eee-en coal wehana, 
“i “me through the sales of ‘‘Sterlings.” hor: wehealing to eoek wines, 
ins, etc. 


If you are not acquainted with the 
many features of STERLING 
products, write for a catalog and 
special dealers’ price list. 


Sterling maintains large stocks at 
their factory and warehouses 





No. Stheteneeel purpose con- (Chicago — New York — Phila- No. 31 Narrow tray concrete 
tractors barrow. Standard A. delphi C] land D : barrows made to A.G.C. stand- 
G. C. size for dry material or eipnia aera eveland — etroit— ard size and construction. 
concrete. St. Louis) for prompt shipment. 


Whether you have a large or 
small demand you will profit 
by selling 


“*Stertiagse” 





Nos. §1 and §2 Heavy duty 
Sterling Warehouses, Chicago, New York, barrows for foundries, indus- 
trials, mines, etc. 


Nos. 7 and 7B. This is the 
steel handle companion to the 
No. 6A barrow. Detroit, Cleveland, St. Louis, Philadelphia 





i 
Pass RE Oo mmmmy Wisconsin 
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pressing that only the very promptest of delivery would suffice. 


and winter demands. Just now, there is uncertainty in the steel 
business outlook and the course of that industry wields a strong 


is not getting the usual support from the oil industry and the rail- 


Pittsburgh Hardware Trade Fairly Good— 
Jobbers Hopeful—Collections Fair 


(Pittsburgh office of HARDWARE AGE) «a 

PITTSBURGH, Sept. 6.—A fair degree of activity marks the local 
hardware trade, although it is hard to find either a retailer or job- 
ber who could not do more business, and there is some tendency 
among the latter to complain of the short range of the buying. It 
puts a good deal of a strain on the order and shipping departments 
for an order covering two or three pages to be put up and forwarded 
as promptly as the order specifies. Jobbers are meeting this condi- 
tion, but would feel a whole lot better about it if the retailers did 
not let their requirements pile up until the actual need became so 


Retail business is fairly active and jobbers’ salesmen are sending 
back a very fair number of orders, while mail orders indicate that 
the retailers are letting the jobbers and manufacturers carry the 


stocks. 
Jobbers are hopeful, but not absolutely confident about the fall 


influence upon general business in this part of the country. If the 
Ford Motor Car Co. would get its new model on the market and into 
production, it is believed that the automotive industry would be re- 
lieved of its doubts as to the effect of the new Ford upon the demand 
for other makes and would be a better buyer of steel. Lack of the 
average amount of business from that source has told heavily on 
steel business over the past few months. A revival in that industry 
consequently could not fail to help the steel market, which just now 


roads. Its principal dependence has been upon large structural steel 
projects and the agricultural implement industry and it is expect- 
ing the impossible for these two sources of business to sustain the 
steel mills at an economical gait. Moreover, it is probable that 
structural steel business will decrease rather than increase with the 
approach of winter. The prospect would be better if the railroads 
were not suffering a loss of business as compared with last year and 
a material decline in income. ' 

Hardware prices show very little change. There is a good deal 
of strength in the leather and cotton markets, which is being re- 
flected back to the products of those staples. Early advices indicate 
no change in steel farming tools, but handles will be higher. There 
is much irregularity in alcohol prices; a shortage appears to be 
ahead on account of the flood damage done. earlier in the year in 
the sugar-growing areas in Louisiana, but in face of that prospect 
prices to small distributors are noted at the same levels that jobbers 
are paying for carload lots. 

Collections in the hardware trade still are called only fair. 





ALCOHOL.—Prices of this product Packages A 
range all the way from 49c. to 57c. per | ne ae 1.05 $0.97 
gallon. On the basis of costs jobbers ome SE ete 4 Par 

. «© CODD wees eeeeezee on . 

feel they should get 56c. to 57c., but  Bepresser 1.22 1.14 
there are quotations as low as 49c., SEER otros senesee 1.40 1.30 
tea ; be ee EAS. 2.62 2.44 
which is about as low as jobbers now ae a ee eee 2.62 2.44 
yO i a RS Pe 3.40 3.17 
can buy. Sat 42 38 

: : ‘<i 1 Eee ee -40 36% 

BATTERIES.—Sales still are looking No. 6 dry cells, ignition type unit 

. packages, 32%c. each. 

up under the impetus of the approach Flashlights.--No. 935, 9%c. each: 

of the Tunney-Dempsey contest. Mean- No. 250, $e. Be ngs eae .: No. 
while, there is a very constant demand we, Sea; Be. c.; We. Sok. ae. 

° ; Hot Shot. —No. 1461, $1.67; 
for flashlight batteries. Jobbers quote: 1661, $2.3 “. : - 
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BOLTS, NUTS AND RIVETS.—Manu- 
facturers are maintaining the April 1 
list and discounts on bolts and nuts 
and actually getting some advance on 
small lots, on which they are getting as 
high as 60 per cent off list, against 70 
per cent discount, which was the large 
or small lot discount when the revision 
was announced. Full establishment of 
a base of $3 per 100 Ib. for large rivets 
is delayed by the fact that few buyers 
failed to take advantage of the oppor- 
tunity to contract for this quarter at 
$2.75, from which there was a conces- 
sion of 2% per cent to jobbers who 
stocked. The quotation on new busi- 
ness has been $3 since July 15, but 
there has not been much business at 
that price, and it is probable that the 
fourth quarter contract price will be 
$2.75. Mill prices of small rivets are 
irregular, with the quotation of 70, 10 
and 5 per cent off list finding only par- 
tial observance. Jobbers’ sales of these 
products are not especially large. They 
quote: 


Bolts.—All style except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list 

Nuts.—All ae, 62% per cent off 


list 

Motathiatiin, $3.50 base, per 100 
pieces; small wagon and_ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Prices are 
firm despite the fact that demand is 
running smaller than at this time last 
year, due to the fact that home build- 
ing is on a lighter scale than before in 
several years. Jobbers quote: 


Butts.—Ball tip, plated, duli brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 = 100 pair; 
3% ‘in. x 3% in., $19; 4 in. x 4 in., 


*Hinges.—Heavy strap, 6 in., $1.85 
per doz.; Pa 86; 10 in., $4.80; 
extra Le ik’ 6 n., $2.30 ver doz.: 
8 in., $3.40; 10 in., 3B. 40; light strap, 
with’ screws, packed one pair in a 
box, 3 in., $9. 60 per 100 pair; 4 in., 
$11.60; light T, 3 in., $11 per 100 pair; 
4 in., $12.60. 

Hasps. — Hinge, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.06; safety, 3 in., 
Hy per doz.; 4% in., $1.14; 6 in., 
_ Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 


COTTON GLOVES.—Another advance 
has been made in workmen’s cotton 
gloves, in keeping with the continued 
strength of raw cotton. Demand is 
good for gloves. 


HEATING ACCESSORIES. — House- 
holders are now ordering freely against 
their winter fuel requirements and are 
reminded to get the heating apparatus 
in shape. Jobbers quote: 


Stove Pipe and Elbows. — First 
quality nested stove pipe, 3-in., $2.75 
per crate; 4-in., $2.90; 5-in., $3.11; 
6-in., $3.57; 8-in., $4.17; elbows, cor- 
rugated, 3-in., $1.01 per doz.; 4-in., 
ass 5-in., $1.30; 6-in., $1.42; 7-in., 


Dampers and Flue Rings.—-Damp- 
ers, 3-in., $1 per doz.; 4-in., $1.10; 
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New 


Myers Water Systems are moving city conveniences to suburban and 
country homes. They are creating new freedom from water bondage for 
thousands who have always been accustomed to pumping and carrying 
water. But it requires more than one or two styles of water systems to 
meet the widely diversified needs of a nation. This is the reason dealers 
prefer to sell the Myers Line—there is a style and size for every installa- 
tion up to ten thousand gallons per hour. 


Genuine quality, exclusive features, new refinements, consistent na- 
tional publicity, low harmonized lists with a liberal single discount, sustain- 
ing profits, are Myers talking points of special interest to those who sell 
and install water systems. 


Late catalog, complete information and prices to reliable dealers. 
Write or wire. 








THE F.E.MYERS & BRO.¢e. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN.FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
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5-in., $1.20; 6-in., $1.35; T7-in., $2; Bottles and Caps.—Quarts, $9.50 seasons period and jobbers look for im- 

tlue rings, 3-in., $1 per doz.; 4-in j per gross; caps, 20c. per gross; Pp ss J > 

$1.25; 5cin., $1.90; 6-in., $220; 7-in. | stoppers, $2.25 per dozen; cappers, provement with the ending of the va- 

ay Getwaniect. 16-4 | ber 9a ~ i een cation season. Mill prices are holding 
on oO _ aivanize -1n., | rainer ets.—iveready in ozen : s 

$4. 30 per doz.; 17-in., $4.75: 18-in., | lots, strainer stand, $4 per dozen; well, although it cannot be said they 

$5. strainer bag, $2 per dozen; filter bag, have had much of a test in view of the 
Coal Chutes.—Black, 8-ft., $6 each; $4 per doz. fact that jobbers and consumers were 


10-ft., $7.50; 12 ft., $9. 


LANTERNS.—This is usually a period | 
of good demand, and this year is no ex- | 
ception to the rule. Jobbers quote: 


Monarch lanterns with white 
globes, $8.00 per doz.; with ruby | 
globes, $10 per doz.; Little Giant lan- 
terns with white globes, $11 per doz.; 
with ruby globes, $13 per doz.; D’Lite | 
$13 per doz.; junior wagon, $17.25 
per doz.; Coleman, —_. No. 327, 
$5.25 each; No. 427, $6.0 

LEATHER.—Prices are blinding with | 
great persistence and it looks like ad- | 


vances on soles and strips 


PAINTING SUPPLIES.—Most makers | 
have gone along with the recent reduc- | 
tion of 25c. per gallon in ready mixed | 
paint. Business in paints and painting | 
supplies as a whole is good. Except | 
for ready mixed paints, prices are un- | 
changed. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2.00; white lead, 13%4c. 


per lb. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 
4 per cent less in lots of a ton or 
more; turpentine, 72c. per gal. in 
barrel lots; raw linseed oil, 12.6c. per 
lb. in barrel lots. 

PRESERVING AND BEVERAGE 


SUPPLIES.—Pretty steady demand is | 
noted for these items, which jobbers | 
quote: 


Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 


quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip red, 80c. 
per gross. 

Canning Ey 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrenches, 75c. per doz. 

Fruit Presses.—Enterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each: 
6 qt., $4.30: 12 qt.. $6; Brighton, 2 at. 
$2.60 each; 4 qt., $4.25; 10 qt., $7. 


Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — Enterprise, No. 
12, $5.25 each; No. 22, $9; No. 32, $11 
list, less 25 and 5 per cent. 

Food mB RS AF 


$1.25 each; No. 1, $1.55; No. 2, NS 90: 
No. 3, $2.40. 

Kraut and Slaw Cutters. — Slaw 
cutters, Rapid, $3 per doz.; No. 625, 
$3.60: No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 

Oak Kegs.— 

Red White White Oak 
Oak Oa arred 
5-gal ....$1.35 $1.45 $2.40 
10-gal. .... 1.80 1.95 2.85 
15-gal. .... 2.00 2.15 3.20 
20-gal. 2.25 2.45 3.75 
25-gal. .... 2.65 2.85 4.35 
30-gal. 2.85 3.00 4.50 
50-gal. 3.75 4.20 6.50 


TEEL VENTILATORS. —This fall and 


| winter line is having a good sale. Job- 


bers quote: 
No. 01, $4.40 per doz.; 
No. 1, $5.20; No. 2, $5.60; No. 


WIRE PRODUCTS.—There 


No. 02, $4.80; 
3, $6.40. 


is not 


| much activity, but it is the between | 





given coverage at lower prices to the 
end of September. 


We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire. 
(per 100 Lb.) Annealed Galvanized 
Nos. 6 to 9 gage...$3.00 $3.45 
2h. BO cvinssesacae 3.05 3.50 
BR. es ccgesnsne 3.10 3.55 
eS: See 3.15 3.65 
SS. Seer Ts 3.25 3.80 
Se . Pee ees. 3.35 4.00 
Se, a ae 3.55 4.25 
a ee eee 3.75 4.45 
Barbed wire (per 80-rod spool): 
2-point Cattle ..........eeeeeeee 2.90 
2-point Nog .........seeeeeevees .10 
ee eS ae ee ee vee 3.35 
S-DOME CALS «i. csuessseuesecics 3.10 
2-point cattle (speciai) bas ba ned 2.20 
Field Woven Wire Fence (per 100 
rods): 
Sree Ome ee $39.00 
eat ere 54.7 
re em eo ee 27.10 
ES Serer ere ere ee 36.15 
Ee See ee ee 5.0 
DOE: ncvnsy sae uere oeeeenatenes 48.25 
Poultry 
SS Parner $35.60 
Be EE kono 504 saves, bo s'ee near 43.00 
| Ra eae aa 48.58 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
| Pee. eee ee 
SR SRR 5c. each 38c. each 
EOGR. cok abonssswat 65c.each 40c. each 
7 Att errr ne Te oe 45c. each 
right nails, base, per keg, $2.85 


to 





Few Price Changes in Firm Ohio 
Market—Collections Again Slow 


CLEVELAND, Sept. 6.—Hardware business has kept up at about 
the usual summer volume with sales during August showing little 
change in the aggregate as compared with July. Now that fall is 
near at hand and the vacation season is about over the trade looks 
Sales in some fall lines such as stove pipe and 


for better business. 


boards and other stove accessories show a gain. 
ment, including fruit jars, jar wrenches, canning racks and steam 
cookers is moving well in spite of the light late fruit crop in some 
The demand for builders’ hardware is holding up fairly 


sections. 
well. 


The market generally has a firm tone and there are few price 
This year’s prices on steel goods have been reestablished 
for 1928. New prices are out on brushes for spring shipment. 


changes. 


Varnish brushes are advanced 5 


brushes are higher, while others are unchanged, the maximum ad- 


vance being 5 per cent. 


Collections which improved during early summer are again quite 


unsatisfactory. 


(Cleveland office of HARDWARE AGE) 


Canning equip- 


per cent and some items in wall 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tires and tubes continue to 
move in good volume. Dealers report | 
satisfactory sales and they are buying | 
in small lots to replenish stocks. 


30 x 3% in. 


Cleveland jobbers quote Mansfield | 


tires, f.o.b. Cleveland: 


Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15; $21.25; 


heavy duty oversize, 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 32 x 6, 
heavy duty $22.50; 32 x 6.20, heavy 
duty, -aphig tan tubes, 30 x 3%, 
$1.60; 32 x $2.50; 34 x 4%, $3.10; 








balloon tire on gray, 27 x 4.40, 
$1.80; 29 x 4.40, $1.85; 30 x 5.25, $2.50; 
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32 x 6, $3.10, 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4ic. 
each for over 100; Champion regular. 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Orders are more plentiful than 
recently, as retailers are buying for the 
fall. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
ver doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb., and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Radio batteries are in 
fair demand, sales being about normal 
for this time of the year. A heavier 
demand is expected this month. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 

Packages Lots 

bs Ge ek wc eeseusten $1.14 $1.22 
aS} Sear 1.30 1.40 
i | ae te ene 2.44 2.62 
i Sere 3.17 3.40 
eg te ae 3.33 3.58 
Dry cell A_ batteries, No. 7111, 
3544c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 


batteries, 32%4c. in standard pack- 
ages; 36c., broken lots. 


BOLTS AND NUTS.—Jobbers report a 
good volume of sales, but business is 
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Red Brand ‘gs 


(top wire) 


Sm tn 


AST Spring we were utterly unprepared to cope with the unprec- 
edented demand for RED BRAND FENCE for immediate shipment. 
Those whose specifications came in late were forced to wait far 
too long for their shipments. They could have sold more fence and 
made more money if we could have kept up with our orders. 
For this we apologize. And we offer no excuse other than the 
fact that we, ourselves, never dreamed that the demand for 


RED BRAND FENCE 





ec NY ag 
Son nitank 





would come so suddenly in such 
a large volume. 

This year our expansion pro- 
gram includes greatly increased 
warehouse space and manufac- 
turing facilities. We will have 
every available foot packed ceil- 
ing high before the Spring de- 
mand reaches its peak. 

From these new warehouses 
we hope to make prompt ship- 


ment of every order for standard 
sizes. But this we can not prom- 
ise. Demand may again exceed 
our estimate. 

So we are asking you, for our 
mutual benefit, to send your 
specifications in at once. 

In this way we can come near- 
er meeting your shipment dates 
on the dot. Will you help us 
help yourself? 








KEYSTONE STEEL & WIRE COMPANY, PEORIA, ILLINOIS 
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coming more generally from manufsc- | §2,Per,dor,in, 15h game: game | Seth val niaed” before, weavinn 
turing plants than from retail dealers. size is packed 1, 2 and 3 doz. to a 50, 10 and 7% per cent off list. 
There is still some price irregularity,| carton... The 2-Ib, size is packed in PAINTERS’ SUPPLIES.—Jobbers are 
with jobbers’ quotations of 70 per cent LASS BAKING WARE.—This i doing a fair volume of fall business. 
off list or the same discount that they | GLASS — fairly satis Pema ing Linseed oil has declined. 
moving in ” 
are allowed by manufacturers, although . Bay: . Cleveland jobbers quote as follows: 
the regular jobbers’ discount is prevail- — are filling in their stocks for on ae ae —, an A —_ 
: . all. 
ing for most of the business. cans. Outside white, $3 to $3.15 per 
& f.0.b. Cleveland: Jobbers quote f.o.b. Cleveland: gal. in 1 gal. can 
Jobbers quote — ian on Casseroles.—Round or oval, 1-at., Turpentine in bbls. 76c. per gal., 
Machine and 4 ~ ee AF $1.17; 2-qt., $1.83; 2%4-at., $1.66; less than bbl., ; 
thread, hot pressed an a. to > square, $1.50; casseroles with fancy Linseed oil in bbls, 95c. per gal., 
nuts at 60 and 5 a 4 th 4 covers, 35c. higher. less than bbl., $1.10 per gal. Boiled, 
cent off list. Bolts + ff list. en Pie Plates.—8 in., 50c.; 9-in., 60c.; 3c. extra per gal. 
2 20 SRS 5 eee ee eden 10-in., 67c. White lead in 100-Ib, kegs, 13%c. 
bolts 80 per cent o rr 410 Bread Pans.—No. 212, 60c.; No. 214, per lb.; in 50 and 25-lb. kegs, 14c. 
ished nuts in packages 60 an per 91e. per lb.: in 12 Ib. kegs. 14%c. per 
cent > UID, ETC.—Th aks Dishes.—No. 231, 67c.; No. >. —-"_ = iscounts. — Ib. to 1 
—tThere is 232 on, per cent. One ton or more, 
BOILER Q ~ Tea Pots.—2- -cups, $1.67; 4-cups, $2; 10 per cent and 4 per cent. 
steady demand for boiler liquid and tile 6-cups, $2.33. ROPE.—This not mating tn very goed 
and porcelain — cists ICE CREAM FREEZERS.—These are | volume at present 
elan . F 2 
sees eee = 2 al tt . rather quiet, as the seasonal demand is Chavelan’ sittinnh iabibe bik nine 
$2 per doz. in gross lots, $1.90 per about over. of manila rope at 2344c. per Ib. for 
a radiator stop leak, 8 oz. Jobbers quote f.o.b. Cleveland or steak Whdaeamd. oie Fae mere ad 
cans, 1, 2 and 3 doz. cans to a carton, factory with freight allowed to des- lb. for factory shipment and i6e. for 
$4.50 per doz er eg a 12 or more as follows: shipment from stock: fodder twine 
Hercules potler liquid, quart cans bs hite Mountain, 2-qt., $5.65 each; 21 oz. and coarser, 11c. per Ib. 
$2.25 each. -qt., $8.25 each; 6-qt., $10.45 each; 
: b . 8-qt., $13.50 each; this price is sub- RADIO POWER UNITS.—Jobbers are 
BRUSHES. —New prices have been is- ject to 50 per cent discount. anata “ages 4 f 
: “ Liehtni 2-qt., $5.50 ee eet ginning e orders for power 
sued for brushes for spring shipment. ee oe Pofot apsger g E its for fall and 
: 46 $8 each; 6-at., $10 each; 8-at., $13 units for fall and expect a good de- 
Varnish brushes have been advance each; subject to a 55 per cent dis- mand to develop. 
some items count. 
per cent. On wall rai a - Blizzard, 2-qt., $5.50 each; 4-qt., $8 Cleveland jobbers quote: Philco 
are unchanged and others show an a each; 6-qt., $10 each; 8-qt., $13 each: AB socket power units, f.o.b. Cleve- 
vance up to 5 per cent. subject to discounts of 55 and 7% per 6-180-volt, AB-686, $69.50; 
: cent. ene oi 86, $79.50; 6-150-volt, AB-663, 
BUILDERS’ HARDWARE.—Retailers Acme, 2-qt., in half dozen lots, $8 a 50; AB- 356, $69.50; 4-volt, AB-463, 
are replenishing their stocks and while a 58.50; AB-425, $85; g-yolt, A socket 
; power un : socket 
orders are not large the volume of busi- | ICE SKATES.—While moving better Prileo Gnits, B66, stb: Toren 3. ny 
ness is fair. ; than a few weeks ago, sales so far this Above prices are subject to 40 per 
Cleveland jobbers quote in case season have been rather light cent discount. 
lots lock sets, $5.75 per doz.; heavy gnt. pay i : 
strap hinges, 6-in., $1.45 per doz.: Cleveland jobbers quote Alumo SCREWS.—The demand is fair and 
8-in., $2. 2 ee 3% : outre money, T skates, sansned oetgpee. $6.75 per prices are firm. 
hinges, n., $1.73 per doz. in., pair; special satin, $5.50 per pair: 
$2.80 per dozen. Crusader, men’s and women's, $4 per t. be — from jobbers’ stocks, 
Butts, less than case, lots, 3-in., pair: professional hockey, $8 per pair. pone Rainy and 1, per cent? fat 
t.3 e 
Le NAILS AND WIRE.—The demand is| head japanned, 67%, 20 and 35 per 
; Nera 9 go = pg eee ft; not very active. Prices are firm. Pg Ty nwo head bled, 72%, 724 30 
8 . ‘ 
blasted finishes, $1.25 per doz. _Jobbers quote as follows from SS ner pope Sou head brass, 70, 
stoc 
CIDER MILLS AND WINE PRESSES. Nails.—Less than car lots, $2.90 per STEEL GOODS.—The A ‘ Fork 
—The demand for cider mills has been ae nS Greene, wee +4 oer & Hoe Co. has ‘ook elites th aa 
. ° ° A 5 Zee. annealed wire, = per . or nex 
rather slow this year, which is attrib- 100-lb.: cement-coated nails, $2.90 per : . : 
uted to the light nner eo 100-16; polishe 7 tae catia, 2s spring, which are the same as prevailed 
Jobb io nk: Creel: Bee od Falvanised fence staples, this year. These cover all types of 
obbers quote f.o. eve per ; 
Grape and wine presses, No. 1A, $7 Barbed Wire.—Barbed wire stock forks, hoes, rakes, cultivators and other 
re each; a, ag nia 3, setomnent, Laman. < pot, 7 ger garden tools. 
eac 0. 5, each: cider -rod spool. Hog wire, $3.38 per 80- i. 
mills, No. $14.25 each; junior, $19 rod spool. STEEL SHEETS.—These are moving In 
cack: medium, $22.75 each; senior, OIL AND GASOLINE STOVES y- | rather light volume. 
33 each. ‘ —O 
COOKERS.—These are still in very | ders for these are not very plentiful. yo “oa"galvanized sheets, $4. 9 
good demand Jobbers quote oil stoves, f.o.b. per 100 Ib.; No. 24 black sheets, $3.65 
“ . Cleveland: per 100 Ib.; No. 10 blue annealed 
og ey te eon ors. : Harvard, 2-burner, $11.75 each: . sheets, $3.25 per 100 Ib. 
owes m 2 * = d urner, ./0 each; -burner, ~ 
20, $8 each. cues Maret sauie. G0. SWEEPERS.—Orders for these are not 
eye mae nota aaae are| POULTRY NETTING AND WIRE ape sconce 
air and prices are unchanged. CLOTH.—The demand is rather light. eveland jobbers quote Bissell 
Cleveland jobbers quote No. 28 gage ; € standard . 77 sweeper with plain 
1%-in. corrugated roofing at $4.11 per Cleveland jobbers quote: 12-mesh bearings, er doz.; Grand, with 
7 orrugated sootne ; ae re Le at — 4 Sg 7. 00 bearings, apanned, $60 per doz. : 
geese z . £3 -mesh galvanized, e to $2 Jniversal, japanned, w a. ar- 
DRAIN PIPE CLEANER.—This is per 100 oq. ft; Ie galvanised, ings, $42 per doz. niet ie 
: ; : ; ; 2.45 per sq. ft -mes 2.75 oy carpet sweepers: ttle Helper, 
moving in fair volume in this market. a 100 Big Fy OR $9.50 $2 per doz: Little Gem, $3.75 per 
Jobbers quote f.o.b. Cleveland: per 100- ft. rolis; 50-ft. rolls, 10c. ad- doz.; Little Jewel, $10 per doz.; The 
Economy, plumber, drain pipe cleaner, ditional. Poultry netting galvanized Junior. $16 per doz. 








‘Yes, Sir?” 


N unnecessary evil, often found in the larger retail merely looking around, the question is embarrassing. The 
stores, is the ignorant, ungrammatical and increas- continual repetition tears down the sturdy walls of good 
ingly annoying greeting of the overanxious salesman, — will. 
“Yes, sir?” With the present day system of open display tables, 
A patron enters a store with one object in view. it is far better to greet the customer with a cheery “Good 
Either there is a definite purchase in mind or a desire to morning” and let him go to the merchandise, look it over 
“look around.” When the patron knows what he is and, possibly, make a decision, all the while having a 
after and perhaps where it can be found, it is exceedingly salesman conveniently available. Then is the time for 
annoying to be accosted at:the door with this greeting. the “Is there anything I can do to help?” which is never 
It does not make for increased sales. If a person is out of place. 


Reading matter continued on page 80 
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Wise Dealers 
Read and Follow 


When the modern dealer runs out of merchan- 
dising ideas, he no longer “burns the mid- 
night oil” to think up something new. He 
looks over his file of HARDWARE AGE and 
finds, in the stories of what other progressive 
dealers are doing, many ideas that can 

adapted to his own needs. : 


Let your sales people look over HARDWARE 
AGE when there’s a lull between customers. 
Doing this will keep you and your whole 
sales force plentifully supplied with sound 
merchandising ideas—ideas that will move 
merchandise. 


HARDWARE AGE 


239 West 39th Street 


New York, N. Y. 


Midnight Oil’ 
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New York Jobbers Optimistic on Fall Outlook 


Current Business F air—Staple Lines Active 


NEW YorK, Sept. 6.—Optimism prevails among local jobbers when 
discussing the outlook for fall hardware demand. It its generally be- 
lieved that September and October will be very lively business months 


for hardware men in this territory. 


reports indicate that retai! stocks average light and that very small 


This prediction gains weight when 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No.-8,727c., and Phoe- 
nix No, 8, 35c. to 36c 
No. is 1c. higher nue No. 6 is 3c. 
higher on all ‘brands. 


quantities of fall goods were carried over from 1926. 


At press time current business was only fair. 
on a Monday and the wind up of vacations were considered as con- 


tributing factors to this condition. 


Bad weather, a holiday 


STOVE SUNDRIES.—Interest in this 
line is showing daily improvement. 
Current sales are very satisfactory. 
Stocks of elbows, dampers, pipe and 
stove boards are good in this territory. 
No shortages are expected and prices 





Such staples as tools, bolts and screws have continued active. Early 


orders for fall goods are improving. | 


average fair. 


Local prices are firm. Collections 





BATTERIES.—The demand continues 
strong, particularly for radio B bat- 
teries. New York distributers find 
prices throughout this section very firm. 
Local stocks are adequate. The trade 
expects a very heavy demand the week 
of the Dempsey-Tunney fight in Chi- 
cago. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 
Dry cells, No. 6, ignition type, 

82\%4c.; No. 7111, same type, 35'%c. 


each. 

B batteries, No. 767, $2.62 each: in 
units of .44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type 
No. 770, $3.40 each; in units of 5. 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Steady de- 
mand is reported for this class of mer- 
chandise. Prices are firm and _ local 
stocks satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Hercules tile and porcelain clean- 
er, $2.00 per dozen in gross lots, 
$1.90 per dozen. 

Hercules Radiator Stop Leak, 8 
ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—Prices appear 
firm. The demand locally is steady and 
stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
eent off list; 1% to 1%, 30 off list. 
Coach screws. % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 
DRAIN PIPE CLEANER.—An active 
demand continues. Prices are firm and 
loca! stocks are considered adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 
Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons. 


FOOD CHOPPERS.—This is an active 
fall line and local jobbers report an 
active sale at firm prices. New York 
stocks are satisfactory. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Food choppers, Universal, No. 00, 

.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 
amet No. 2, $1.83 each; No. 3, $2.33 
eac 

Enterprise meat chopper, No. 5, 
$2.25; No. 10, $3.82; No. 20, =o: 
og 12, $3.65; No. 22, $6.36, and No 

p aoe 75 each. 


FRUIT PRESSES.—Increased activity 
is reported for fruit presses. Local job- 
bers have sufficient stocks and prices 
locally are considered firm. This is 
very seasonable at the present time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Fruit presses, cast iron base and 
plunger, tinned, capacity 3 qts., $3.60 
each, capacity 6 qts., $4.50 each, same 
with removable steel legs, and 12 at. 
capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished, oak tubs, No. 0, plain tub, 
os ~ each. Same with hinged tubs, 

$7.50 each; No. 22, $8.50 each: 
Ne ee $10.50 each: No. 23, $13.50 
each and No. 24, $18.00 each. 

Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 

Meat juice extractors, 95c. each. 
Beef tea press, 65c. each; potato ricer, 
37%ec. each. 

Fruit crushers, galvanized steel 
hopper, aluminum frame and holder. 
capacity 50 Ib., $6.25 each; same with 
double roller and wood hopper, $10.00 
each, same as latter with fly wheel 
instead of handle, $11.25 each. 


LANTERNS.—The demand improves 
for lanterns. A good September trade 
is expected. New York stocks are good 
and prices are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Lanterns, Hylo, 62%c. each; Vic- 
tor, white globe, 66%c.; Victor, Ruby 
globe, 83%%4c.; Blizzard, No. 2, $1.08- 
14: Monarch, white globe, 66%c.: Mon- 
arch, ruby globe, 83%4c.; Little Wiz- 
ard, 75c.; D-Lite, $1.08 1% ; D-Lite, 
with large fount, $1.19: Sport, 46c.: 

Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.16%4, and No. 39, Railroad, 
$1.581%4, and No. 30, Beacon, $2.62% 
each. 

N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on order of three dozen or 
more. 


SASH CORD.—Jobbers report an ad- 
vance of 2 cents per pound on sash 
cord. This advance has not yet been 
added to wholesale prices quoted the 
dealer, but may be effective soon. The 
demand is fairly good. Stocks are sat- 
isfactory in New York. 





are not likely to change. 


ro 


time. 


JOBBERS’ quot Ars 7. RE- 
TAILERS, F.O.B. YOR 

Stove pipe, No. = sol somcig iron, 
12 lengths in a ‘pundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 1644c.; 
5% in., 18¢.; 6 in., 2ie. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%c.; 
4% in., l4c.; 5 in., l5e.; 5% in., 
161%4c.; 6 in., 18c. each. 

Pipe dampers, cast iron, wooden 
nd 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 7%c.; 7 in., 
13c. each, 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eter, 12 in a box, 6%c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%4c. each; 
4% in., 4%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 

ox, 644c. each. Same with loop han- 
dle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, Tic. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each: 4 ft., 84c.; 5 
ft.. $1.00 and 6 ft., $1.16 each 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, par: 
age 3 in a bundle, No. 54, 5%c: 
No. 5%c.; No. 57, 9c. each. Gal- 
Sanaa shovels, No. 256, 7%¢.; No. 
257, lle. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 
capped end, 16%4c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each: 18 x 
18 in., 58c.: 24 x 24 in., T1c.; 26 x 26 
in., 78c.; 28 x 28 in., 88c.: 30 x 30 
in., $1.03; 32 x 32 in., $1.22: 35 x 35 
in., $1.52 each. 


SCREWS.—Very active at the present 
Local stocks are ample and 
prices are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Screws. flat head, bright iron, 75- 
20- 10-10-10-10-10; round head, blued, 
72% -20-10-10-10- 10-10: round head 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%4- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 


SPARKLET SYPHONS.—An active 
fall demand has started for this item. 
Local stocks are adequate and prices 
firm. 


JOBBERS’ ie ph Rae TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4.00 
each. Sparkers, 9 7/12c. each, packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

_Extra parts, pin washer, 15c. each: 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 15c. 
each; head complete, $2.00 each, and 
Sparker holder, 50c. each. 
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GRAY-WICK 


may cost 


a little more, 





but— 
It is 
worth it. 


Service is Woven Into the Product 





12 Mesh, No. 33 gauge each way 


WICKWIRE BROTHERS 
Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 


No screen cloth is better than its ma- 
naces. 


terial. 


14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


No. 34' gauge warp 
18 Mesh, No. 34 gauge each way 


in our own mills. 
Every - process is under our expert 


is drawn 


wire 


The 


Our other Brands Screen Cloth 
Cortland Black Enameled 


18 


wire 


d crosswise. 


Ise an 


Only full gauge 


» both lengthw 


supervision. 


used 


White Metal Finish 


quirement and the name WICKWIRE 


Each brand meets every standard re- 
BROTHERS guarantees that lasting 


mier 


Wickwire Pre 
Wickwire Bronze 


to the product. 


service is woven in 
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te your Jobber for Full Information and Prices 
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The lower pot is a thick 
cast, pure a'uminum 
container with s groove 
at the topand aremov- 
able drain pipe that 
returns the condensed 
liquid 


The top section is a 
heavy nickeled copper 
container for water, 
with acone shaped bot- 
tom. All parts remov- 
able — easy to clean. 





TRY THIS COOKER 
YOURSELF 


And Learn Why American Households 
are Buying it when Merits are Seen 


There has been many a good item that failed 
to move when put on a dealer’s shelf. The Duo- 
Cooker is not one of that kind. All it needs is to be 
displayed where both women and men can see it. 
A few words of explanation by you and a sale re- 
sults. Nothing phenomenal about that, because it 
is just what American households have been want- 
ing for some years. 


Selling Big Wherever Shown 


When you stock some of the Duo-Cookers, you 
are not putting in an untried, unwanted item. 
They sell wherever shown. We have never had a 
complaint from dealer or user. It is mot a pressure 
cooker, but a condensing cooker. None of the valu- 
able food properties or ingredients can escape as 
they are returned to the lower pot as soon as the 
vapor comes in contact with the cooler condensing 
cone. The lower pot is a thick cast, pure aluminum 
container with a water seal groove at the top, and 
a removable drain pipe that returns the condensed 
liquid. The top part is a heavy nickeled copper con- 
tainer for the water, with a cone-shaped bottom. 
Especially suited for cooking fruits, vegetables 
and meats when it is desirable to prevent certain 
valuable ingredients from escaping in the process 
of cooking. 

Write for details. This cooker is a big seller being 
marketed through the regular channels of jobber 
and hardware dealer. 


DUO-UTENSILS COMPANY 
4312 Duncan Ave., St. Louis, U.S. A. 


Manufacturers of the 


DUO-COOKER 


(condensing) 








Hardware in Fiji 


(Continued from page 56) 


know, is the dried meat of the cocoanut, from which 
butter fats, extracts, etc., are obtained. For the life of 
me, I couldn’t connect this with the hardware I knew 
back home. 

I'll grant that there were plenty of “hard” things 
about me and the environment that I was in, but they 
were not what were wanted. 

The ketch itself was hard—dirty, grimy and greasy; 
stinking to high heaven of copra and natives. If you 
have never experienced the odor of copra, you can’t con- 
ceive what it is like. It taints the food, gets into the 
drinking water, seeps through the pores of one’s skin, 
until one’s very soul seems to smell like a last year’s 

And the rats! why, say, that boat had more rats than 
there are hairs on a dog. Large, gray brutes with the 
most engaging and playful habits. They just loved to 
run across one’s face, arms and bare legs, as one slept 
on deck during those muggy tropical nights. You know 
their feet are rather cold, so the shivers that ran up and 
down one’s back helped some; cooled one off, you know. 

The crew wasn’t what you might call soft. Big, 
rangy fellows, black as coal, with low receding foreheads, 
flat noses and teeth filed to sharp points. Their hair 
combed so that it stood five to six inches straight above 
the scalp. Their faces and bodies tattooed or scarred in 
hideous designs, clad only in dirty sulus (loin cloths), 
greasy, filthy, covered with sores and ringworm; smell- 
ing vastly more potent than a flock of old ripe billy 
goats. They were no group to gladden the heart of a 
kind old lady. They were reformed head hunters, con- 
verted cannibals ; they, their fathers and forefathers had 
“kae kae ed long pig” (eaten human flesh) as far back as 
memory of man. Yes; they were hard. 

So you can see that the skipper, the lord and master 
of the good ketch “Anna,” which, by the way, was the 
name of the aforementioned craft, just had tobe hard. A 
short, stocky Irishman, clad in the universal sulu, or lava 
lava, as it is called in Samoa, his body, arms and hands 
festooned with the most elaborate and cosmopolitan 
types of tattoo it has ever been my good fortune to see, 
was as tough as his vocabulary, which is saying a lot. 
Decorated by whites, Chinese, Indians, African negroes 
and several of the races of the South Seas, his body had 
any art gallery I have ever seen backed off the map, as 
far as variation and unusual designs went. More than 
once I thought he was really tough enough to make a 
darn good plumber’s assistant. Of course, he didn’t 
know anything about plumbing, but we never had one 
in the shop that did. I remember one phrase of his elo- 
quence which occurred just before I pulled out that 
letter. One of the niggers had spilled a bucket of tar 
over the side and the skipper, in the midst of a few other 
choice remarks, let this one go: “you bloody black 
, I wish ye no ill luck, but I hope to see yer 
carcass in the sou’ eas’ corner of h , with a 
nor’ wes’ wind blowing’ the bloody ashes in yer face.” 

It is impossible, nor would I dare attempt to adequately 
describe the tropics ; the lazy heat, the spasmodic breath- 
ing of the “Trades,” the ultramarine of the Pacific, the 
soft blue of the sky, the native customs, their supersti- 
tions and religious ceremonies, the coral reefs, with their 
odd and many colored formations, the tremendous blue 
surf, white-crested and smoking ; the fish, grotesque and 
of exquisite coloring would need a Conrad to describe 
them. The islands themselves, volcanic in formation, 
broken, shattered and torn by earthquakes, splotched by 
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the luxuriant growth of the tropics, curtained here and 
there by those localized tropical rains, canopied by the 





ever present segments of the rainbows, defy portrayal. 

I remember the morning we dropped anchor off the 
Lambassa Reva (river); the tide was dead low. This 
meant that we had to lay some two or three miles off 
shore, due to those aforementioned sand bars and coral 
patches. The skipper, six of the crew and myself in the 
*‘Anna’s” whale boat, shoved off for the river, our desti- 
nation a trading station some five miles in the interior. 

It was a superb morning, hardly a cloud could be seen, 
which was unusual when one considers the intense rain- 
fall of the tropics. Astern of us the black hulk and 
bare spars of the “Anna” lay, for all the world like the 
Ancient Mariner’s Painted Ship in a_ sea of 
sparkling jewels. Further out, on either side of her 
hull, strung the white crested hedge of breakers, crash- 
ing and thundering on the outer reef. The boys sure 
made that whale boat jump as we neared the river’s 
mouth, sending schools of flying fish volplaning from 
our bow and flashing blue, red, green and rose in the 
light of the sun. The surface of the bay itself was 
splotched here and there with opalescent patches of color, 
where schools of gorgeously colored fish broke the sur- 
face. Even as we swung into the river itself, between 
the sandbars crested with the impregnable mangrove, 
there were several large tortoises splashing on the muddy 
surface. 

Twisting, turning and swinging first to starboard then 
to port we worked our way inland. Both banks were 
one monotonous line of mangrove, tipped here and 
there by a magnificent banyan tree, while the whole was 
crowned by those ever present sentinels, the mountains. 
Those broken, shattered snags of volcanoes, to whose 
origin the islands owe their birth. 

Without warning, the skipper swung our bow directly 
into, what seemed to me, a.solid wall of bush. A few 
strokes carried us into an estuary, the mouth of which 
was invisible until one was actually in it; so perfect a 
camouflage were the bushes, dense shrub and hanging 
vines. As we made our way along, the latter often 
formed a canopy over our heads, swinging from bank 
to bank, interlaced and entangled until it seemed that 
we were in a leafy tunnel, so completely was the sky 
blotted out. 

A quarter mile of this and a clearing, dotted with 
cocoanut palms, disclosed itself. A long, low shack, the 
like of which one never sees elsewhere, sprawled along 
the bank. Thatched with palm leaves, walled with sheets 
of corrugated iron roofing, far gone with rust, boasting 
one door and no windows. This was the trading sta- 
tion ; the nearest approach to a hardware store the South 
Seas know. Its proprietor, a Chink, his Fijian wife, and 
a half score natives were lined up on the bank shouting 
greetings, questions and what you will, in bech de mer, 
the lingua franca of all Melenesia. 

Swinging alongside, the crew jumped overboard, sink- 
ing to their hips in the muddy water. Four held the 
boat while the other two carried the skipper and myself, 
pick-a-back, ashore, where we were immediately sur- 
rounded by the small mob on the bank. There was no 
question but that they were tickled to see us. No white 
had visited them since the skipper’s last call, some seven 
months before. 

Nothing must do but we immediately go into the sta- 
tion and drink that beverage of welcome, known through- 
out the islands of the Southern Pacific as yongona, ava 
or kava, depending on the territory one is in. 

We trooped single file through the open space in the 
corrugated siding—the boasted door—the Chink, the 
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with the Hercules 


VERY dealer has customers 
| who believe it pays to buy the 

best and insist on having it. You 
know—the man who walks into 
your store and’ says, “Show me 
your best lawn mower.” 
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Then if you have a Hercules on 
the floor and point out its superior 
features, it will mean another satis- 
fied customer, at a larger than 
usual profit per sale. 
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Perhaps the most important 
step in the advance of wood 
screw making was the change 
from blunt to gimlet points. 
And it was in our factory about 
1849 that pointed screws were 
first commercially produced in 
this country. 


Since then the greatest care 
has been taken by American 
Screw Company to make the 
gimlet points uniformly sharp 
and strong. 
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skipper and myself first, followed by the mob of natives, 
now swollen to some forty or fifty by the news of our 
arrival. In fact, more were constantly arriving out of 
the dense wall of the bush surrounding the compound 
or clearing. Male and female clad only in gee strings, 
cocoanut oil and God’s sunshine; they certainly were a 
sight. 

The interior of the building itself was like no other 
store I have ever seen outside of Fiji. There were no 
counters, no shelves, the light filtered in through the 
door and the spaces where the rusty siding did not quite 
reach the thatch. The clay of the floor was a soft, gela- 
tinous mass, kept so by the intense humidity and the 
kneading of a multitude of bare feet. Pieces of cloth, 
bright sulus hung like a multitude of banners from the 
roof beams. Cans of salmon, cans of corn beef, plugs 
of tobacco and bags of copra lay scattered in disheveled 
confusion around the edge of the floor. While in the 
center of all this, suspended from the thatch by means 
of cocoanut fiber braided into cord, were several articles 
that made my heart turn over and sent a thrill up and 
down my spine. 

Three new Dietz lanterns, one old rusty Atkins saw, 
a much-battered Plumb hand axe, a Coleman gasoline 
lantern and a Stanley draw shave were as a breath from 
home. Honestly, if I had found some of my friends 
back there in the bush, I could not have been more thor- 
oughly and delightfully surprised. An assortment of 
this kind is more surprising when one remembers that 
the intense dampness, combined with the salt air of the 
tropics, tends to rust steel goods to such’an extent that 
in a short time they are absolutely useless and unfit for 
trade. Heretofore, cutlery in any form has been taboo 
in trade with the natives, for this reason. But it seems 
to me that there would be a good market through all 
the South Seas for the new types of stainless products 
in that the natives still use shell and stone for their tools. 

In view of this experience, I have come to the conclu- 
sion that the expanse of hardware is so vast, one would 
find big difficulty in going anywhere in the world where 
trade is carried on without coming into contact with 
some of the articles found right in our own stores. 
Hardware is no small business and we are just beginning 
to appreciate that it takes brains and experience to be a 
hardware man. 

Speaking of experience, I remember an instance that 
occurred on another island in Fiji. I had been lured to 
the crest of a cliff, high above the sparkling Pacific, by 
a “kitia,” or witch doctor, who had promised to show me 
some “kiti’” magic. I had taken two of the crew, both 
armed, by the way, and we four had pulled, scrambled 
and crawled to the very top of a gigantic lava flow. The 
face of this flow dropped abruptly some three hundred 
feet to the white suds of the breakers; and as we stood 
there, hearts pounding, lungs panting from the climb, 
we could see far down into the robin’s-egg blue of the 
sea. The witch doctor started to chant in a weird, low 
monotone, accompanying himself with stacco beats on a 
partially hollow log or drum. I turned in surprise to 
see what he was up to, only to be waved back. to the 
edge of the cliff to watch that scintillating blue far below. 
It wasn’t long before I saw a long, gray shadow dart out 
and a dorsal fin break the surface. Another and another 
swiftly followed until the water was alive with the gray 
bodies of man-eating sharks. Twelve to eighteen feet in 
length, twisting, darting and turning, I counted forty- 
two of the beasts. 

Our chanter stopped and in a moment the sharks had 
disappeared as swiftly and silently as they had come. If 
that was magic, I figured I would make a good “kitia” 
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myself. A few minors in the human voice and the hol- 
low notes of a Fijian drum seemed to be all that was 
required. I tried it. The nearest I could come to the 
chant was, “Show me the way to go home,” in minors; 
but what I lacked in vocal accomplishment I made up on 
the drum. But it just wouldn’t work. I didn’t produce 
a minnow much less a school of sharks. Much to my 
chagrin the old boy started his act again and lo and be- 
hold, the sharks came out. 

Magic or no magic, that old “kitia” knew what he 
was about. He had experience. I remember when I 
came home from school I had a bunch of theories that 
were great; I couldn’t see wherein the practical expe- 
rience, Dad constantly harped on, was so confoundedly 
necessary. Needless to say, however, my theories proved 
as productive as my magic. I have learned and am still 
learning with no end in sight, that there is more to 
hardware than I can ever comprehend. I'll grant that at 
present my mind isn’t absorbing much. It is hard to get 
back into the harness. 

Not over two months ago I was in the whale boat 
approaching a coastal village on one of the small Wind- 
ward Islands only to be greeted with a shower of arrows 
and a few spears, long before we reached the beach. I 
have lived for weeks without seeing a white man, eating 
raw fish, roast dog and polosomi; have seen brown skin 
natives dive deep in the sea and kill those long gray 
man-eaters. High chiefs, the royalty of Polonesia, have 
been my hosts, entertaining me in barbaric splendor. As 
a pelangi (a white man), I have been received with such 
ceremonies and such unique demonstrations of hospitality 
that I know something of how it must seem to be a 
Lindbergh or a Prince of Wales. 

Small wonder that I find it hard to get back into the 
grind, to be an ordinary citizen. I have often snapped 
out of a day dream of the palms, the surf, and the brown 
skinned people of that far away land, only to find myself 
doing up 5 pounds of 20-penny nails or showing an un- 
decided old lady a package of tacks. The malure, that 
tropical disease of never do today what can be put off till 
tomorrow, is hard to shake off. But this we know, the 
game itself, Hardware, if played with all our might, will 
some day give us another opportunity to go and see. 


From Barter to Friendliness 


F you have read Trader Horn, you will remember that 

Mrs. Ethelreda Lewis is visited by an old trader while 

she is in Africa. The trader sells her a cooking utensil 
from his stock, and is about to depart. 

We quote now from the book: 

“We had said our mutual thanks and adieux. The 
old man’s steps were again turned to the road when he 
paused and said: ‘I could tell you how to make oatcakes 
if you'd like me to, Ma’am. You'd find it useful for 
that thing you’ve bought.’ 

It was at this moment I said to myself: ‘This man is 
an artist. Having successfully sold a thing, he is not 
basely content with the money. It is necessary to him 
to put a sort of bloom and finish on the transaction 
which will lift it from commerce into art. From barter 
to friendliness’.” 

ee 

Unless a business succeed in getting this “bloom” and 
friendliness into its advertising so that it works before 
the sale as well as after, the advertising is falling short 
of its mission and of its possibilities. 

Simplicity, sincerity, friendliness and good humor, all 
are important in advertising. —Lillibridge Viewpoint. 
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A Profitable Line 


for Hardware Stores 


Demand for refrigerators is growing 
steadily. More hardware stores could 
sell refrigerators profitably. The Chal- 
lenge line is the popular line with hard- 
It is broad and well- 

It starts with a well- 


ware dealers. 
graded in price. 
made but very low price box, and ranges 
on up to the all porcelain Iceberg. Your 
customers will buy refrigerators of some 
store. Why not of you? Write us or your 
jobber about the Challenge agency. 


CHALLENGE REFRIGERATOR CO. 


GRAND HAVEN, MICHIGAN 
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And Now for Fall Sporting Goods 


(Continued from page 45) 


will be pleased to buy locally if you can give them the 
right kind of merchandise and service. 

Ted Lyford who is an active athlete and sport goods 
merchandiser prints football schedules for the Torring- 
ton, Conn. High School. The schedule bears the ad- 
vertisement of the Lyford Hardware-Sporting Goods 
Co., and is in the hands of all students and many thou- 
sands of townspeople. 

Other dealers participate in local athletic associations 
taking office or acting as an official at important events. 
Alfred Rosenberg at Rockville, Conn., was president of 
the Rockville Baseball Club two years ago. Such activi- 
ties as these show your town that you are interested 
and capable in local sporting activities and should be a 
potent factor in making your store truly the local head- 
quarters for sporting goods. 


Judge Gary’s Will 
(Continued from page 47) 


friend checked back by another banker, especially when 
this checking will not cost you a cent.” 


* * * 


“Oh,” she said, “I would hate to write him that. He 
might think that I did not trust his honesty.” “My 
dear friend,” I said, “this would be no reflection what- 
ever upon his honesty. As a business man, if he had to 
submit a list of investments to you before he received 
the money, he would understand naturally that you pro- 
posed to check up his suggestions, and it would only be 
human nature for him to be a little more careful in sub- 
mitting his list, knowing he was to be checked back pos- 
sibly by some other banker or trust company.” 


* * * 


She thanked me for the suggestion. When I met her 
a few weeks afterward, I asked if she had done as I 
suggested. “No,” she said. “I just couldn’t do it. It 
looked as if I did not trust my old friend. I did just 
send him the certified check, and he has sent me the 
stocks and bonds.” I did not pursue the matter any fur- 
ther. I felt I had done my duty in giving her this advice. 
I do not know what kind of securities her “boy friend” 
sent. 

xk * * 


The financial institutions here in New York from 
time to time, especially this year, have been floating mil- 
lions of dollars in bond issues. It is customary when a 
large bond issue is to be distributed to have it done 
through the distributing machinery of a number of bond 
houses. The leading financial houses have branch offices 
all over the country. A prospectus is got up and the 
bonds are sold at a certain fixed price. Back of this 
price the underwriters make their profits. This year 
money has been so plentiful and there has been such an 
insistent demand for investments that a number of bond 
issues have been floated at prices considerably in excess 
of their real value. The financial houses issuing these 
bonds peg them at a certain price—that is to say—they 
put in buying orders for these bonds at this pegged price 
so, for a few weeks after the bonds are issued, they do 
not decline. They may even advance. 
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However, as the bonds are absorbed by the buying 
public, and as they leave the hands of the financial 
houses, the pegs are after a while removed. Then we 
see these bonds decline several points. In other words, 
left in the open market to take care of themselves, the 
bonds seek their natural level. From time to time this 
year so many bonds have been issued that it has brought 
about a case of indigestion on the part of the buying 
public. In other words, the bonds were coming out 
faster than they could be sold. They were piling up in 
the hands of the bond dealers. Naturally, with a condi- 
tion such as this, there have been a number of declines, 
and some of them very severe ones, in these new issues. 


* * * 


On the other hand, there are a great number of bonds 
that have been on the market for years. These bonds 
are well known. They have a history. They are not 
artifically supported, and naturally bonds of this nature 
are much safer than some of these new issues that may 
or may not turn out well. Therefore, Judge Gary ad- 
vised his heirs that they “invariably decline to invest in 
any untried or doubtful securities, property, enterprise 


or business.” 
x * * 


However, one of the most striking things about this 
will is the advice of Judge Gary to his heirs that they 
“refrain from anticipating their income in any respect.” 
In these days when installment buying is being discussed 
and when a good many financial authorities recommend 
‘and defend installment buying, it is certainly interesting 
to have one of the greatest and most successful business 
leaders this country has ever known advise his family 
so very definitely and emphatically against anticipating 


their incomes. 
kK Ok 


Judge Gary also left a number of trust funds of $50,- 
000 each, to be known as “The Elbert H. Gary Scholar- 
ship Funds,” to educational institutions. It was speci- 
fied- that the income from these funds was to help poor 
but deserving students secure an education, but Judge 
Gary added that those students selected to be benefited 
by these trust funds shall be morally, mentally and 
physically competent. Here again Judge Gary showed 
his hard common sense and wisdom. No doubt, his 
long experience and his observation taught him that 
there can be no greater waste than giving an education 
to some young man who is not morally, mentally and 
physically competent. In all of our big colleges and in- 
stitutions of learning, those in charge deplore this waste. 
It has been shown time after time that a college educa- 
tion is being sold by most colleges on a basis of about 
fifty cents on the dollar. In other words, the tuition paid 
by the young man’s family is only about half of what 
his education costs. The other half is borne by the col- 
lege from its endowments. 


ee 


One college president has recommended that colleges 
at least charge the actual cost of a college course. This 
would, of course, have the effect of doubling the tuition, 
and it is argued that this increased cost would probably 
lead to a more careful selection of the young man who 
is to be given a more expensive course. This, however, 
in the writer’s opinion, is open to question. It seems 
to me, if tuitions were doubled, that it would simply 
mean that the sons of the wealthier families only could 
attend college. The answer to the problem seems to be 
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Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 


Boys and Girls. 
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a very severe, honest and fearless examination of the 
applicant along the lines of his moral, mental and physi- 


cal attainments. 
* * * 


While we have been taught for many generations that 
wealth has wings, it is quite evident, by reason of the 
increased number of trust companies and the custom 
that has become more and more prevalent of leaving 
money in trust, that the wings of wealth are being clipped 
and, therefore, rich families today are holding their 
wealth much better than they did in generations past. 
The writer happens to know of one case where a very 
large estate was to be divided among five brothers. Four 
of these brothers, it happened, were of age. Their money 
was given to them outright. The youngest brother, how- 
ever, was only a boy, so his share of the estate was placed 
in the hands of a trust company, and he was to receive 
only a monthly living allowance. In other words, a trust 
was formed for him. His fortune, according to this 
trust, was to be turned over to this young man when 
he reached the age of twenty-five years. I happen to 
be familiar with the facts. When this young man came 
into his inheritance, after his estate had been in the 
hands of the trust company for some fifteen years, he 
was the richest of all the brothers. The other brothers, 
having their fortunes, had not only spent a good part 
of them, but had met with losses from a number of un- 
fortunate investments. The youngest brother, being 
compelled to live on a trust allowance, could not touch 
his fortune. It was wisely and safely administered. 
Instead of decreasing in the hands of the trust company, 
it was largely increased. After all, we must not forget 
that money at 6 per cent compound interest doubles every 


ten years. 
* * Ok 


The laws of this country very properly restrict the 
entailing of estates beyond a certain number of genera- 
tions. If it were not for this, in the course of time the 
wealth of the nation would automatically gravitate into 
the hands of a few great estates. Benjamin Franklin, 
in his Last Will and Testament, left two trusts for cer- 
tain purposes to the States of Pennsylvania and Massa- 
chusetts, to continue for a hundred years. If these 
trusts had been properly and conservatively managed, 
they woyld, in this period of time, have reached enor- 
mous proportions. However, history records that they 
were very carelessly administered. 


* * * 


In this will of “The First Civilized American,” there 
was one joker. He left all of the debts owed him to a 
hospital in Philadelphia. I suppose the canny Benjamin 
thought that a debtor would at least pay what he owed 
if the money was to go to a hospital. It developed, 
though, that this hospital could not collect, and after 
trying for seven years, they returned the legacy to Ben- 
jamin’s estate! I can imagine when the humor-loving 
Franklin put this clause in his Will that it was with a 
smile and a twinkle of the eye. No doubt he said to 
himself, “I have tried to collect these accounts from 
these dead beats and can’t. Now let George do it!” 


* * * 


In one instance there were two elderly Scotch sisters 
who both made their living taking care of children. For 
years they carefully saved for their old age. One of 
these women was a nurse in a family where we frequent- 
ly visited. One evening this Scotch nurse informed me 
that she and her sister had invested almost all their sav- 
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ings in a certain building and loan association. She had 
a pamphlet from this association in which there were 
tables indicating the value of their investment. It looked 
very attractive. She asked me if I thought this associa- 
tion was “all right.” 
‘Oy * * 

I told her that I had never heard of the association 
before, but that if she wished to find out the value of 
her investment, she should offer to sell her stock back to 
the association. A week or two afterward she informed 
me that, when they offered to sell their stock, a very 
pleasant gentleman called on them from the office of 
this association and explained what a great mistake it 
would be for them to dispose of their holdings. Then, 
through certain sources, I had a careful investigation 
made and I found the standing of this particular asso- 
ciation was not the best in the world. I advised this 
nurse to put her stock in the hands of a lawyer, have 
him call as the representative of the two sisters and 
insist upon a settlement. After quite a delay they suc- 
ceeded in getting back their principal with a certain 
amount of interest. Nothing but threatened legal pro- 
ceedings forced this settlement. Within a few months 
this association failed. 

x * * 

As Mr. Keyes Winter so well says, Americans are 
always willing to take a chance for large returns. It 
is not in their nature to play safe. The other night a 
young fellow at our house, who was an American officer 
in the World War, told me an interesting story of when 
he was on a transport loaded with American soldiers. 
It happened that there were French and English officers 
also on this transport. One afternoon two German sub- 
marines were sighted. The transport started zig-zagging 
and with their guns opened fire on the submarines. The 
English and the French officers were surprised to see the 
American rookies all crowd on the side of the ship from 
which the submarines could be seen. As the shells from 
the transport struck the water nearer and nearer the 
submarines, they cheered every shot. Not one of them 
seemed to be bothered in the slightest at the thought 
that at any moment a torpedo might below their ship 
out of the water! The American officer said that both 
the French and English officers stated British or French 
troops would never have acted in this manner under like 
circumstances. As a matter of fact, the Americans 
looked upon the whole contest as a sporting event and 
were even betting among themselves on whether they 
would get the submarines. The dramatic incident closed 
by a shell striking one of the German submarines and 
sending it to the bottom after a terrific explosion. Im- 
mediately the other submarine disappeared. I tell this 
story as one of the characteristics of the American, and 
this characteristic of taking a chance is one of their 
great weaknesses when it comes to investing their money. 


Snap Into September 


EPTEMBER brings new life—new ambition—new 
endeavor. 
memory. The busy fall season awaits. 

Now is the time to review what you have done—to 
correct the errors; to make definite moves toward end- 
ing the year with a bang. 

‘Tt is much easier to make a fresh start now—with 
the summer’s let-down behind. 
work better—do more when there’s a snap in the a 

Don’t wait till New Year’s day to start anew. Start 
with September and step right along. 











Summer with its relaxation is now a | 













ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
} deep, perfectly-tormed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point or depth of socket 
tos the wrench. Ali sizes in stock trom i to 1% in.; any 
length, point or thread. Alsc Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench ts. Dealers: Write for 
catalogue and sales proposition. 
139 SHELDON ST. 
The ALLEN MFG. CO tixatrorb. Conn: 











KEYSTONE 


No. 333 
(f 3 «, 99 
—_ -s 90c-Kits 
No. 222 
. m Six Keystone 
This handy little quality sockets 
auto kit consists of with 7” handle 
a pressed steel case < 2 exagon 
steel. 

















of heavy gauge 
steel containing seven sockets of different sizes, and 
9” hexagon steel handle. 

The quality socket wrench line. Special features 
of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
New York—Chicago 


a 


Dann & Co., 
























GLASS 


The height of the GLASS CLOTH sea- 
son is not far away. Be ready for the 
record-breaking demand that the new, 
improved, super-strength GLASS CLOTH 
is bound to bring. Order a roll right 
away and get free posters and powerful 
selling helps. Ask about the Roll Holder 
which is supplied with 100-yard orders 
for only cost of packing and handling. 
Most convenient way to handle GLASS CLOTH. Attaches 
to counter, table, wall or ceiling. 
GLASS CLOTH is the ideal substitute for glass. Ex- 
tremely durable, weatherproof and admits the ultra-violet 
health rays of the sun. (Plain glass filters them out.) Used 
on laying houses, scratch sheds, hot beds, porches, screen 
doors, windows, etc. Makes hens lay all winter. 
FREE SAMPLE—Mail the coupon for a Free Sample of 
GLASS CLOTH, the original and most durable of glass 
substitutes. Big, easy dealer profits. 
TURNER BROS., Dept. T312 Bladen, Neb. 


Cai eerie eee ee iene iin ieee eed | 


TURNER BROS., Dept. T312, Bladen, Neb. 





f 

; J 

Send me sample and dealer selling plan. 3 
Send me ...... (50 or 100) yds. GLASS CLOTH on regular terms. § 

i 

EN SS RPL Bib dth onc cet Phe says seek be eRe eedevne cacede cesses - 
i 

a 


Address 
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All-Metal Frame 


CLOTH WINDOW VENTILATOR 


A popular seller, because needed by every 
home, school, hospital, etc., to insuré 
fresh air without dust or draft. 
8 popular sizes. Retails 
at 60c. to $1.10. 












BUY 
FROM 
YOUR JOBBER 





Fit Any Wrench 
A replacement socket with a % inch square handle opening 
that will fit any standard 4” Wrench Handle. 


LANE’S REPLACEMENT SOCKETS 


Absolutely guaranteed 


Machined from finest 
selected bar steel, 
accurately broached, 
case hardened, and 
guaranteed to 
stand up under 
continuous use. 
Eight sizes, 
packed ten of a 
size to a box. 
2 Distributors 
wanted to solicit the 
trade of Dealers, 
Shops and Garages. 


Will B. Lane Unique Tool Co. Gaicsgor'T1i 


REZNOR 
ORTHORAY 


A New and Marvelous 
Development in Gas Heating 


Send for 
booklet 




















REZNoR MANUFACTURING COMPANY 
Mercer, Pa. 








This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 





Luxe Models. 
PREMAX PRODUCTS 
NIAGARA METAL STAMPING The Promes Housoful 
CORP. ereates sales end 
Dept. HA-6 A 


Niagara Falls, New York orderly. 

















American Wire Goods in the Orient 


HE photo reproduced above is of the window of one 

of the stores of H. Yuasa & Company, Ltd., of 
Osaka, Japan. This firm has been in business over three 
hundred years, operates six branches and is one of the 
largest and mose important and progressive hardware 
merchants in the far east. They are very progressive 
and forward looking and were one of the first to adopt 
western methods and merchandising plans. Their annual 
business is more than ten million per year. 


And in New York 


The lower photo is one of Hammacher, Schlemmer & 
Company, New York, displaying the same line of mer- 
chandise. The American Wire Fabrics Company, New 
York, received requests from over ten thousand dealers 
for this display which was forwarded without cost. It 
created considerable favorable comment, and many re- 
quests were received from teachers and health officers 
for displays to use for educational purposes. 

In addition to the window display dealers were fur- 
nished with copies of a little book “Handy Hints for 
Making Screens.” Although 300,000 of these were dis- 
tributed many requests were received for a second 
supply. These booklets made possible the sale of many 
tools that were needed by those who wished to make 
their own screens for doors and windows. 
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IMPROVE YOUR STORE APPEARANCE 
ET to ty teading chain and varity wore 
throughout the country. You can lay out a store or 


change any display in less than ONE-HALF THE 
TIME required under the old way—and at ONE-HALF 


the Cost, too. 

Counter Tops not only 
Jfeller ay add to the appearance 
of your store but, with 
a few simple motions, complete new displays 
can be made to meet the requirements of 
your stocks. No untidy counter boxes—no 
wood blocks, no stationary holders, or other 
cumbersome devices that seldom fit, and 
cause unlimited trouble and _ continuous 

expense. 












Save Time! 
Save Money! 


Good-Bye 
Counter 
Boxes 
Wood Blocks 
and all 
Display 
Troubles 








Distributors and representatives wanted, including 
manufacturers and jobbers of plate glass. 


Note this 


Sa Feature Fa 
Phe dividers are easily ad- {4 EZ ] ‘a 
justed in a few minutes by any- 
one. They fit your ponent 
It is not necessary to make merchandise 
fit your counter tops. ompany 


A descriptive pamph'et will be mailed upon request. It will show how Chain and Variety Store ‘Fixtures 


EASY-WAY COUNTER TOPS positively eliminate counter top grief, St. Paul, Minnesota 
and unnecessary expense. ’ 





Patent 
Applied For 








At the New Retail Price, 25 cts. a Can 
Economy Plumber Is Making Sales Records 


Twenty-five cents is one of those “natural prices” 2. Customers get a full 16 oz. can for 25 cents. 
that women have come to look at as RIGHT. 3. It is harmless to plumbing, enamelware or porce- 
, lain. 
A fast seller at the old price of 35 cents Economy 4. It is sold under a ‘Money-back Guarantee printed 
Plumber Drainpipe Cleaner at the new price is headed on every can. 
straight toward turnover records. 5. It does exactly what we claim for it. 
r That’s why Economy Plumber is making sales 
For these reasons: records. Remember, we do not sell to Grocers or 
1. It does not throw off FUMES. Druggists. Economy Plumber is sold only to the 


Hardware Trade. 
Please Order from Your Jobber or Mail Coupon to Us 











LETT yyy eee a a TT 
The s 3 : 
gs The ECONOMY PLUMBER CO., - 
ONLY 4 39 Lispenard St., New York, N. Y. a 
5 A 
: Please ship....... doz. 1 Ib. Cans at $2.00 per doz. of { 
F. umeless s Economy Plumber Drain Pipe Cleaner. : 
5 ry 
. , Sit Ea so ai alls ial H 
Drain Pipe $ : 
Bel, OE IO Ss 5 sa ala cw b didnicaanete d Rateecene - 

1 
Cleaner ED oe ee ae, oe : 
i ' 
: PPC RUE ERR OBR 555515 5clars is MeO 076 :0:3.0 oceida:acevaia eater RE 
Ee ee SN eT 


SOLD ONLY TO THE HARDWARE TRADE 
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Sporting Goods Manufacturers: 
Is Your Advertising 
GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting, goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 


is read for this reason. Your advertising 


will “go over” when you address it to the 
hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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On September 1, 1927 


THE AKRON BARROW COMPANY 
“Becomes 


GENERAL WHEELBARROW 


COMPANY 





FECTIVE September 1, 1927, the name 
of “The Akron Barrow Company” 
will be changed to “General Wheel- 

barrow Company.” We feel that our dis- 

tributors will be interested in a statement 
of the reasons for the change and of the 
advantages which will result. 


‘Retrospect 


The Akron Barrow Company has always 
been independently owned and managed. 
It has never had any connection with any 
other manufacturer or any distributor. 


The history of the Company dates back 
to 1840. Its first wheelbarrows, which were 
of the heavy duty type, earned a reputa- 
tion for stability with foundries and for 
similar exacting purposes. All of these 
“Akron” barrows, together with “Akron” 
agricultural implements, were made in the 
Company’s Akron plant. 


In 1921 the manufacture of all these 
items was transferred to Cleveland, but the 
name “Akron” was retained. The Akron 
line speedily broadened into a larger group 
of general purpose barrows, garden bar- 
rows for home use, and allied products. 
Concrete carts, salamanders, steel mortar 
boxes, scrapers, and industrial trucks have 


been added. 





The financial condition of the Company 
may be indicated by the current phrase that 
it “does not owe a dollar.” It has always 
discounted its bills. Its financial strength, 
reflected by its mercantile ratings, has in- 
creased steadily as the scope of its activity 
widened. This natural, healthy progress 
has been enjoyed during the past 32 years 
without any change whatsoever in financ- 
ing or any form of reorganization. 


Present Future 


The business of the Company is growing 
constantly in number of distributors as well 
as in value and number of units produced. 
During 1927 not less than 40 new major 
distributors have been added. Despite the 
slowing up of building operations and 
other adverse business conditions, far more 
units have been shipped in 1927 than in 
1926 or any previous year. 


General Wheelbarrow Company re- 
mains under the management of those 
who have been responsible for its con- 
sistent progress. No refinancing nor re- 
organization has taken place, nor is any 
contemplated. 


General Wheelbarrow Company will 
announce a series of important develop- 
ments in 1927 and 1928. Each will com- 











































































bine new features of design with value so 
remarkable as to give the General-Akron 
distributor an outstanding advantage. 


Facilities 


Probably no other wheelbarrow manufac- 
turer in America is in position to equal 
the service now obtainable from General 
Wheelbarrow Company. 


The equipment of the Company’s pres- 
ent plant is second to none. Abundant 
manufacturing and storage space permit 
of maintaining ample stocks. Such facilities, 
together with complete stock and inven- 
tory records, enable General-Akron to fill 
orders promptly at peak seasons and always. 
The Company has ample reserve facilities 
to take care of the new distributors who 
are joining us, as well as plenty of ground 
for physical expansion. 


General Wheelbarrow Company is more 
fortunately located than any other wheel- 
barrow manufacturer, and General-Akron 
distributors profit accordingly. Cleveland’s 
central location commands low freight 
rates in all directions and quick deliveries to 
the greatest number of distributing points. 


Seven trunk lines, besides electric and 
trucking systems, provide connections 
from coast to coast. Cleveland is also 
ideally situated for lake shipments, as well 
as for shipments via rail and water to the 


| 

i 
<4 ' 

| 


\ 


\ 
} 
| contains a brief statement of reasons for the | fe 


Pacific seaboard. General-Akron distribu- 
tors have already learned that they can rely 
upon immediate deliveries from the factory. 


General-Akron jobbers effect marked 
savings for their dealers. Mixed carlots 
made up from the Company’s wide range 
of products cominand carload freight rates 
which are less than half the LCL rates. 


“Policies 


Full protection is assured to General- 
Akron jobbers. Their number is carefully 
restricted in every territory. All inquiries 
are referred to the proper distributor. Each 
distributor enjoys those benefits in respect 
to volume and profit which will make him 
seek and cherish the General franchise. 


Every General-Akron product is guar- 
anteed by the factory to give such satis- 
faction as will make the buyer a repeat 
customer. General-Akron distributors are 
instructed to do business on that basis. 


General-Akron has been foremost in 
steadily improving the quality, finish and 
salability of all its lines. Interchangeabili- 
ty of parts is another cardinal doctrine. 
General-Akron’s use of 8-spoke wheels, 
5’ axles, and first class paint and finish, 
even on its low priced models, is typical 
of the positive stand General-Akron has 
always taken on the side of quality and 
workmanship. 


ff You should have a copy of Folder No. 205. It 


~~ 


| change in name, as well as of the advantages 
which will accrue to General-Akron distributors. y 


GENERAL WHEELBARROW COMPANY 


formerly 
THE AKRON BARROW COMPANY 


3140 East 65th Street 
CLEVELAND, OHIO, U. S. A. 
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- 1 ONLY 
ae WROUGHT STEEL 
WROUGHT STEEL prt 
THUMB LATCH 
No. 850 
WITH PADLOCK 
ATTACHMENT 


are not made 
from castings, but 
from solid bars 
of extruded brass, 
machined out to 
receive mechan- 
ism. They are 
made in ten dif- 
ferent sizes from 
#8 of an inch to 
2% inches. 1 SET IN CARTON 
Their worth is 6 SETS ve 
proven by their _ 
consistent satis- 
factory perform- 
ance at all times 
and under all 1 ONLY 
conditions. 6 IN. WROUGHT 
STEEL FOOT BOLT 
No. 860 


These Cast 
Bronze Padlocks 
are very artistic- 
ally made from 


THREE PAIRS 
10 IN. EMBOSSED 


cast bronze met- 
al, machined out 
to receive an all 
rust proof mech- 
anism, The shac- 


lt sn oe 


EXTRA HEAVY HALF 
SURFACE TEE 
HINGES 
REVERSED PAD 
FAST JOINT 
No. 526 


kle is of wrought 
bronze, drop 
forged to create 
more _ strength, 
durability and 
better appear- f 
ance. Made in ten 6 IN CHAIN BOLT 
sizes from % : : WROUGHT STEEL 
inch to 3 inches. No 560 
2970 Line 























GRIFFIN GARAGE 
HARDWARE SET 
No. 1934 


STRONG and practical Garage Door 
, Set at a low price that can be sold to 
ss lata yield a good margin of profit. . . . . Fen 


A wrought steel padlock with a mal- 
leable iron shackle. Case is black japan, 
shackle brass or nickel plate. Size 1% 
inches. A strong, secure padlock, selling 
at an attractive figure. 


complete sets are illustrated and de- 
scribed in our new General Catalog No. 


Write today for circulars describing our line 
of Padlocks, Automobile Locks, Cabinet Locks, 


18. . . . Send for your copy. 
Trunk, Suitcase Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 


Apartment House Letter Boxes and Home RU | N 


Savings Banks. = 
Manufacturing Co 
CORBIN CABINET LOCK CO. ERIE PENNSYLVANIA 


THE AMERICAN HARDWARE CORPORATION 33 Successor 
NEW BRITAIN, CONN., U. S. A. ( Branch Offi fice 
N < HILADEL —_ 
NEW YORK CHICAGO P ELPHIA 4S WARREN ST. - NEW YORK 
555 W. RANDOLPH ST., CHICAGO 
124 PEARL STREET - BOSTON 
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The 
Amateur Gardener 


























A Profitable Acquaintance 


ioe Amateur Gardener prides himself 
on his science and spends plenty of 
money to prove it. He’s taking no chance 
with Nature. He hasn’t time enough for 
replanting. And there’s no sport in bat- 
tling with mysterious plant diseases, so he 
treats every seed, bulb and root with— 


SEMESAN. 


What a wonderful opportunity for YOU— 
plussing your profit on every seed sale— 
Semesan not only makes seeds grow; it 
makes gardeners talk—talk that brings 
new customers into your store, NEW 


PROFITS. 


The low-down, right down to earth, on 
Semesan is contained in the most sensible, 
logical proposition book you’ve ever laid 
bunkum-weary eyes on. Here’s the coupon 
that brings it to you. 


SEMESAN 


Makes Seeds Healthy 


H. A. September 


E. I. du PONT de NEMOURS & COMPANY, Inc., 
Dyestuffs Department, Wilmington, Delaware 


Gentlemen: Please send me your Proposition Book. 
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Sidewalk Cleaners 


and 


Lawn or Turf Trimmers 


Send for Catalogue 
Toys and Hardware Items. 
Dept. G. 


THE PRESSED METAL PRODUCTS CO. 
6925 Colfax Rd. Cleveland, Ohio 











WATCH 
HARDWARE AGE 


for 
timely hints 
on 


GREATER TOY SALES 







































BUSINESS 


must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


Hardware Age 


239 West 39th Street 
New York City 
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Quality Since 1869 
RBOSLEY'S 


_ WEATHER STRIP 


The Only Wood and Felt 
Strip That Comes in Units 


HERE is a ready market for the good, 
old reliable Bosley’s Wood and Felt 
Weather Strip your grandfather sold, in 12 
foot lengths, way back in the seventies. 


Today, “Seal-It” comes in bundles with 
instructions attached — cut to fit 
standard size doors and windows. 


Demand Bosley’s Quality Weather 
Strip from your jobber. We will 
be glad to give you the name of 
the nearest distributor. Write us. 


The D. W. BOSLEY COMPANY 
Chicago Montreal 


nt go gor rom 








Why Farmers Buy 


American Steel & Wire 


Company Fences 


~ 
ee —— 
N ae . « w 
™ 


The definite reasons why farmers 
buy American Steel & Wire Com- 
pany Fences are the reasons dealers 
find them easy to sell. 


The enviable reputation our 
fences held among farmers has been 
built up over twenty-six years of 
most satisfactory results, Coupled 
with this reputation is our guar- 
antee that American Steel & Wire 
Company Fences will equal or out- 
last any other fence made of the 
same size wire and erected under 
the same conditions. 


Our dealers are protected against 
the loss ofa sale, where fences, gates, 
and steel posts are needed quickly, 
by our strategically located ware- 
houses, Our national advertising is 
constantly telling farmers the coun- 
try over, the story of American Steel 
& Wire Company products. 


Write today for complete informa- 
tion including the detajls of our mer- 
chandising policies. 


Zine Insulated 


American, Royal, 
Anthony, U.S., National, 
Monitor and Prairie 
Fences, 

Steel Gates and Steel Posts 


Dealers Wanted Everywhere 
Write for Sales Plans 


American Steel & Wire 
Company 


Sales Offices: Chicago, New York, Boston, Cleveland: 
Worcester, Philadel hia, Pittsburgh, Buffalo: 
Detroit,Cincinnati,Baltimore, WilkesBarre,St. Louis: 
Kansas City, oe. St. Paul, Oklahoma City, 

Tee. A tlanta, Memphis, Dallas, Denver, 
Sal: se City, U, 8. Ste Ss. Steel roducts Co., San Fran- 


Portland, Seattie. 
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For Sanette time..... 


Display 


JUNIOR TYPE 


ANETTFE 


CATALOG NO. SJ-1 


Certain to be a BIG SELLER at low retail price of 
$1.75. Just what every housewife has been looking 
for. A slightly smaller edition of the famous Sanette, 
approved by Good Housekeeping Institute and sold 
by leading stores everywhere. 


The New, Low-Priced 
Kitchen Garbage Container 


Sanette Junior, like the Standard Type Sanette, 

keeps the sink free from unsightly refuse, and saves 

many trips to the outside garbage pail. Specially 
designed tight-fitting cover keeps can odorless and 

: fly-proof. 
Outer 
.; tainer finished 
in snow-white 





con- 


enamel, baked 
on; inner pail 


a is 


removable 


and made of 

3 substantial, 

a leak-proof gal- 
. vanized 


steel. 





Attractive Discounts 


Sanette Jr. has many features 
never before offered in a can at 
this low price $1.75. (Slightly 
higher in southern and far west- 
ern states.) 


Sanette time is just ahead. Dis- 
play Sanette Junior and Standard 
Types for increased fall business. 
Order from your jobber or send 
coupon for liberal discounts and 
details of free advertising co- 
operation. Master Metal Prod- 
ucts, Inc., 309 Chicago St., 
Buffalo, N. Y. In Canada; 
Master Metal Products, Ltd., 
Bridgeburg, Ont. 





Master Metal Products, Inc., 
309 Chicago St., Buffalo, N. Y. 


a Send full description and lowest discounts, also details of advertising 
elps, on 

0 Sanette Junior 

OJ Sanette Standard 
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Casement Windows''stay put with 


TicMonarch 
Control Lock 


—,and it creates sales that “stay put’’ too. 





You: greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning ofa seriesof service calls thateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes rales Soe 
assembled, packed in individual containers, ready for - 
installation. Furnished in a variety of finishes. 


(ae nema 
The MONARCH Automatic Stay 


~ for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take —_ 
to make adjustments or install. Fric- 
tion increased or decreased by slight 
} turn of outer tube. Furnished in any 


[ l finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers yA the famous 
. Monarch Interlocking Self-adjustring Weatherstrip y, 

















HARDWARE AGE for SEPTEMBER 8, 1927 101 


SSERAAAAAAAAAA AAA ALAA ALLE LERA RARE LL LLL ELLE 


Demorunoel\ 


We manufacture strictly 
Spruce Ladders 











Our New Victor Step Lad- 
der for home use is in a 
class by itself. 


Spruce properly AIR 
DRIED is superior to any 
other material for ladder. 
construction. 


Our line includes Ladders 
for every purpose. We 
pay the freight. 








W. W. Babcock Co. 





Common 


Extension Painter's Trestle Bath, N. Y. Extension Trestle 


£2222222224224224444124454422444222242242% 











NGC 


Over 300 
; Designs 


Solid Brass 
Body 





Home Owners Are Seeking Permanent Values 


Take Bath Room Fixtures: Customers are ask- 
ing: “What material are they made of?” 
“How long will they last?” “Will they rust?” 
and similar questions pertaining to the quality 
and durability. 


The increasing demand for RING? Bath Room 
Fixtures is due to their pleasing designs, beau- 


Recently many changes have taken place in 
the materials used in building and furnishing 
our homes. 

People used to talk price—now they talk 


quality. Today the question is not “how 
cheap,” but “how long will it last.” 





Note the change from interior steel hardware 


trim to brass or bronze— tiful, heavily nickeled finish 
from iron water pipes to and SOLID BRASS Body 
brass—from tinned or gal- AMERICAN RING COMPANY which never rusts or cor- 
vanized gutters and leaders Waterbury Connecticut rodes. They give everlasting 
to copper—from painted a service. That’s why you 
screen wire cloth to bronze. Boston—1!70 Summer St. New York—2 Hudson St. should sell them. 


San Francisco—!16 New Montgomery St. Write for complete catalog. 
Chicago—29 E. Madison St. 
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FOR SALE THROUGH ANY GOOD WHOLE- 


W. ROSE 


Pointing Trowel No. 75 


SALE HOUSE 
baer 7, Especially useful for laying tile, it should be 
inti dalla displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 











Miniature Ranges for Profit 


Or of 3 very popular models. Empire Elec- 
t 


ric Ranges are non-competitive all year 
sellers, Sold as educational gifts for children and 
for auxiliary use in the home. A big market and 
rapidly growing. Order early. Our Ranges and 
Engines give you an edge that brings the longer- 
profit, easier-to-get business. Legitimate trade 
carefully protected. Get all the facts. 

METAL WARE CORPORATION 
Sales Office: 111 W. Washington St., Chicago 
Factory: Two Rivers, Wisconsin 


EMPIRE 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canads and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, I 5 lficate Stor 
are cee eee 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

— Order Houses handling hardware and housefurnish- 
gs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Verified List of Wholesalers and Retailers is indis- 
economic direct-by-mail — work and also a 
weal am for malesmen’s calls. ery sales manager 
have one on his desk, and every salesman could profitably carry 
a eopy in his gri Since the previous issue was published there 
ba 10,000 additions and corrections, and these 
all appear im the current Highth Edition. 


Hordwere Wholesslers And Verified TAst of great velue m 
“cheoking”’ thelr retail preepect records. 






B-26Empire Electric 
Rang: 10% x 6% x 
16%. White enamel 







any big range. se 
utensils furnished. 












$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 























Yankee” 


Hand Drill Demonstrator 












Lets customer operate these two interesting “Yankee” Hand Drills for 
himself, as in use. Shows him how Ratchet Movements on No. 
1530 and two speeds on No. 1435 will solve his drilling prob- 
lems. Hand Drills can be sold to Electricians, Motorists, Metal 
Workers, Carpenters and Householders. hey interest men 
of every calling and profession—also boys. 


The Market Is Growing Fast 


This Demonstrator on your counter starts them buying. 
It is FREE with your order for four Drills. 


The quantity of drills has been kept down to an absolute 
minimum. 


Most representative jobbers have stock and can ship at 











once. An order now will bring you an immediate increase 
Drills in your drill business. 
cannot be 


removed by NORTH BROS. MFG. CO., Philadelphia 


customer. 








NEW 

Two speeds and lock. Slow speeu 
back geared, giving greater power. 
Three jaw chuck for round shank drills. 
Capacity 4%”. 





Famous Double Ratchet for continu- 
ous drilling in close quarters. Five 
adjustments—one_ speed. Three jaw 
chuck for round shank drills. Ca- 
pacity 4”. 
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Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 











THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 











The New 
Boston Rubber Chair Tip 


SprinGriP Trade Mark The Tip and Its Parts 


Brass Washer’ Brass Nail 


S 


The Rubber Tip with 
the Brass Washer 
— Nail Moulded in 


Same. 
Socket 


Ji 


THE ELASTIC TIP CO. 


Manufacturers of Rubber Specialties 


370 Atlantic Avenue, Boston, Mass. 


Spring 





Patented 
Send for Catalogue 
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BEATERS 
The ONLY BALL 
BEARING BEATERS 





ADD Ball Bearing Beater is 
a profitable item worth fea- 
turing. No other beater 

has ball bearings! It runs so 
fast it aerates. That’s impor- 
tant! One-half faster than many. 
Handle, too, is a big improve- 
ment—never pinches or tires the 
hand. Try one yourself! 

Ladd Ball Bearing Beaters 
are advertised to millions of 
women through national maga- 
zines. Always dependable. Good 
profit. Stock through your Job- 
ber or us. 


Retail Prices: 
No. 3 (Home) ......... $1.00 
No. 4 (Large Home)... .$1.25 
No. & (Cup Size) ...... $1.00 
UnitTep ROYALTIES 
CORPORATION 


1133 BROADWAY, NEW YORK 





Best Made Since 
Egss Were Laid 
















A “Wrench Store” in 
Condensed Form 


$25 8 


You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 


Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, 17 x 
23%4 x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 


Write for Walden-Worcester Wrench Catalog 27. 


STEVENS WALDEN-WORCESTER, INC. 
Mfrs. Walden-Worcester Wrenches and Stevens “Speed-Up’’ Tools. 


Worcester, Mass. 





BSeauarce “WALDEN: WORCESTER ) 
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COES 


Careful buyers have 
learned from experience 
to specify COES when 
ordering screw wrenches. 


In the COES Wrench 
dealers are assured of a 
tool of the finest quality 
backed by 86 years of 
concentrated wrench 
making experience. 
Sizes: 6 to 21 ins. 


Your Jobber will supply 
you. 


COES WRENCH CO. 
“In Business Since 1841” 


Worcester Mass. 
SELLING AGENTS 
3. ©; RRECARTT OB GO. 0:0 v0estacs 253 Broadway, New York 
113 Chambers Street, New York FT & CoM PA 
JOHN H. GRAHAM & co.{1!® Chenin ae, London, E. C. HoEFT inconpanarEs MPAN) 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 2305 Davis St. North Chicago, Tl. 











Moe’s Grit Box Moe’s Dry Mash Hopper 





Raising poultry has become a big, important industry, and the 
humble hen is now getting proper care and attention. 
This creates a constant demand for good Poultry Supplies, and 
many hardware dealers are selling “Moe’s Line” with profit and 
satisfaction. 
It is a complete, high grade line, moderate in price and very 
popular with the poultry man. 

Ask for New Catalog and Discounts. 





















The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 
Products There? 






Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 


Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 
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| 
PA Carry Less Y 
oul 
Sell More 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 





Send for Complete Catalog 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world. 


Established in 1810 


Sean 


Pistol Grip Saw Set No. 695 
With OSCILLATING Plunger 


This well known saw set is 
made with a thorough under- 
standing of requirements. 























Mechanics, carpenters, and 
all who set saws, like it be- 
cause the OSCILLATING 
plunger (an exclusive feature ) 
permits the setting of the 
teeth on both sides alike. 





Patented 
April 8, 1924 


Packed one in box with simple directions. 
Always a good seller. Send for Trade-Prices. 


Manufactured by 


E. C. STEARNS & CO., INC., Syracuse, N. Y. 
Makers of good hardware since 1864 
Lawn Mowers, Saw Vises, Clamps, Lock Fast Gates, Floor Scrapers, etc. 


Sales Representatives: 

W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy, 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Building, Atlanta, Ga. 
Canadian Representative: 

George J. B. Ramsden, St. Thomas, Ontario. 


ee 











N 
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Olive-Knuckle 


The Knuckle of the Hinge is a copy 


of the popular French 


“Olive-Knuckle”’ 


Hinge which sold at about $3.50 per pair 


in iron. 


We offer this Hinge in iron 


(malleable) at a price which makes its 
use possible in competition with ordinary 


butts. 


Supplied 


in Malleable 


Iron, 


Brass or Bronze Metal. 


Friction Stay 


When applied to 
Win- 


Doors, Hinged 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 
Designed on the 
principle of a multiple 
disc clutch, with six 
friction surfaces one 
inch in diameter; fric- 
tion adjustable. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. 


CHICAGO, ILLINOIS 


NEW YORK OFFICE, 10! PARK AVE., N. Y. 











Business Is Good 
f 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 


BECAUSE they properly display their merchan- 





dise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 
problems. No cost or obligations to ask for and 
receive our suggestions. 





MAIL THIS TODAY 


W. C. Heller & Co. 


Our problems are: ...... 





700 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 


eee eee eee eee eee ee eee ee eee eee ee 
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Shoe Knife 


es 


Shirt Cutters and Pattern Makers Handles ye Blades 











R. MURPHY’S 2xazaza KNIVES 


are of uniform quality—each one designed and 
tempered to exactly suit the requirements of 
various trades. Display the full line. Every 
customer is a possible buyer. The best crucible - 
steel and Murphy craftsmanship has kept “Stay 
Sharp” knives in the lead for over seventy-six 
years. 


Send for catalogue 


Robert Murphy’s Sons Company 


AYER, MASSACHUSETTS 
Established 1850 














SCE Noe rece, disbes sack snugly so as, 
Sor 


Ice Boxes 


WOMEN WANT 
THIS PREMIUM 


. They have seen it 
ote tih-dn, — advertised in their 
oF storing food in your ice favorite magazines 
=o -—Good House- 
keeping, Woman's 
Siphon aides World, etter 
D s - 
2 hes 1 145125 Inches 00 dens, American 
2- 4413412 Cookery—and want 
ALL FOR ONLY its space economy. 

<> When sent by mail in U. S. add 30¢ Appeals to 
In stores look for trade mark ‘ Housekeepers 
epacn iveR VER DISH CO. Proves strong sales 
VER . puller as an adver- 
Soe Ws. Manon Ornasy —- CHCAAD! §=6tising leader or aS 
premium offer for 
sale of refriger- 

ators. 


| SPACE SAVER DISH CO. 
203 W. Madison St., CHICAGO 





























Lakewood woistuxernoor Weatherstrip 





The Lakewood Rubber 


6927 Carnegie Ave. 






FLEXIBLE RURGER TURING 






TACKING FLAP 


Like It 


The pressure of a door or window against the air 
sealing space cushions the tubing, makes an air-tight 
seal, and keeps out the cold. 

This strip is made of specially prepared weather- 
resisting rubber that won't freeze, harden or crack. 

Easily applied. Low priced. Packed in cartons of 
100 ft. and on reels of 500 ft. Sold at any length, 
cut from reels, at 7c. per foot. 


Send for Samples and Prices. 


Products Co. 
Cleveland, Ohio 
























CUSHION 
TIRE 


YER 


Insure perfect shelf service for any line of merchandise. 


tread steps, properly spaced, with convenient full 
Sock tenth. os teh Gis of eller pac maeig 














beat - 
small space. Make top shelves safely av 
for stock el ined One style--neat of 














Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 
A varied and attractive line for the Hardware Trade. Also: 


Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 
ee ES ae Oe EE, (SE OS eS oe 


famous Round and Oval 

Remember we have had one hundred years of successful manu- 
facturing experience, ay skilled workmen and use the 
finest quality of _ 

We stand back of overs tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











Wire Products | 


for every need 


Nails of all kinds, Staples, 

ia Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





SSTeLeSEM STEEL COMPANY 
Offices: BETHLEHEM, PA. 


BETHLEHEM 


rete) an (oan Nitom ll mrtiite 


Russell Jennings 


! | { 
elielerremolamecivem celttaveme)areler 


Auger Bits 


ist auger pit 

















Mr Rus ell Sean lings in 1855 


Russell iin: YG eae Oxow 


Chester, Conn. 
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_ €=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City 





Georgetown, Conn. Chicage Kamsas City 








Make a Drive 


for 


the 


SPORTING 
GOODS TRADE 
this 


Season 








There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 













The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it te 





















IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. 
New York: 151 Chambers St. Chicago: 108 W. Lake Set. 
San Francisco: 717 Market St. 
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BEWARE OF Y 
IMITATIONS ™ 





BANKS ‘mes 


» '% REMOVABLE STEEL CLOTHES POSTS 
A FOR WASH DAY | t 


If your Jobber can’t supply you, write for folder describ- TRA 
ing Banks (Patented) Removable, Green Enameled, Orna- | 
* ee “ Mis: mental Clothes Posts, Pulley Poles and Flag Poles. 
af ™ Made of the highest grade Carbon Steel Tubing obtain- | 
able. The “Ace of Clubs Top,” our Trade Mark, identifies. 
Prices within the reach of every home owner. Cost less 
than wooden posts and will last as long as the house. 
We also have a Patented Parkerized Process, absolutely 
_ Rust Proof clothes post. Not subject to weather or age and f 
retaining its bright gray or green finish. Write for prices. ee oe 


Banks Steel Post Co., 128 Wakeman Ave., (North) Newark, N. J. x SS 


The imposing nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


. 
Keep an A-P catalog handy. It will help close 


many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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Classified Opportunities 








se 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 














ke = 





Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section iG. Givsrteadacseese 6oneoee $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines..... $3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
Each additional line........... 60 Hardware Age, Classified Oppor- 
All Capitals, Minimum of § lines.. 4.00 | Discounts for Classified Advertising | ““™te* 250 West Suth St. New 
Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% —s di 
Average 10 words to a line Harpware Ace is published each Thursday 
Allow One Line for Keyed Address Remittance Must Accompany Order a “a ee 





Samples of merchandise, literature, catalogs, etc., requiring more than ordi 
Pp e e era 5 He * dd ~% ot on Wire ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





FOR SALE OR TRADE, Montana, Idaho or Washington, $12,000 
stock of general hardware in country seat town doing annual business of 
$40,000. Large sheep and cattle trade from sixty miles each way and 
rich irrigation, district near town, railroad freight division point. For 
sale at market, plus transportation, furniture and fixtures $2,000. Will 
consider trade for stock in city where they have catholic schools. Address 
Box H-664, care of Harpware Ace, New York. 





For sale at reasonable price—An old, well-established hardware business 
with fine stand in the wonderful city of sunshine, San Antonio, Texas. 
A real opportunity to take over a clean, well-bought stock in a modern 
city having a most ideal climate. This business offered only because of 
the liquidation of a deceased partner’s interest. Address Box H-665, care 
of Harpware Ace, New York. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON ALLS BOARD OF TRADE, Newton Falls, Ohio. 


AN OPPORTUNITY IN FLORIDA. Hardware Business for sale: 
established 12 years in growing tourist town in Central Florida. 
clean stock and up-to-date fixtures. Will require $25,000 to handle. No 
trades considered. Investigation is invited. Address Box H-641, care of 
Harpware Acz, New York. 


For Sale. Hardware Store. City of 15,000. North Central Indiana. 
Leading hardware store. In business over 60 years. Annual business 
around $100,000. Owners have other interests demanding their time. Full 

——e on application. Address Box H-653, care of Harpware Ace, 

ew Yor 


For Sale. Hardware and Paint Store, located in Iowa. Stock and fix- 
tures will invoice about $7,000. 20,000 population to draw from. Reason 
for selling will be given to interested buyer. Address Box H-654, care of 
Harpware Acz, New York. 


Wanted to buy stock and fixtures of going retail hardware store, small 
live town, southern Michigan, northern New York or central New England. 
Must have good reason for selling and stand thorough investigation. Give 
= — first letter. ‘Address Box H-649, care of Harpware AcE, 

ew York. 

















FOR THE HARDWARE INDUSTRY 
. MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


P ¥ Remington Building 
113 W. 42nd Street Bryant 7374-5-6 








=) 


MR. MAN UFACTURER—Are you getting desired results in Southeast 
ern States? A thoroughly equipped young man of executive calibre having 
close connection with jobbers this territory for good reasons wishes change 
September 15. Present remuneration secondary consideration. Highest 
references. Address Box H-648, care of HarpwarE AGE, New York. 











General Manager of Wholesale and Retail Hardware will be accessible 
September 1. an handle any and all departments of Hardware, either 
wholesale or retail. Would like to settle in the west, or middle west. 
Thirty years old, married, with family. Can furnish excellent references. 
Address Box H-651, care of Harpware Acre, New York. 





SALESMAN with wide acquaintance among hardware merchants of New 
York State is desirous of establishing himself with a leading manufacturer. 
I know the hardware business having had expert training in store layout 
work and understand hardware equipment. Available September 15th. 
Age 34, married. Address Box H-656, care of Harpware Acr, New York. 





_ HARDWARE SALESMAN WITH OVER 18 YEARS’ EXPERIENCE 
in general builders’ hardware and paint, wishes = as salesman, salary 
or commission, or somé agency for the State of New Jersey. First class 
reference. Address Box H-663, care of Harpware AGE, New York. 





Wanted by experienced hardware man: Inside work, wholesale or retail, 
can work in afly department, location south of Ohio and east of Mississippi 
—* furnished. Address Box H-668, care of HArpware AGE, 
New York. 





FOR SALE—Hardware. Established business in one of the best towns 


of 10,000 in Ohio. A good manufacturing town located in a good farm- 


SALES REPRESENTATIVES WANTED 





ing community. Reason for selling, poor health. Address all 
tions Box H-660, care of Harpware Ace, New York. 





SPACE TO LEASE. The Barton Company, leading department store 
of Manchester with best location in New Hampshire has space to lease 
for departments which do not conflict with our own. Address Box H-661, 
care of Harpware Ace, New York. : 


HELP WANTED 











Wanted — Experienced Hardware Men 
Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Olerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 














ADVERTISING MANAGER WANTED—A large manufacturer of 
light steel products desires man with knowledge of steel business to take 
charge of advertising. State age, experience and compensation desired. 
All communications confidential. Address Box 7232-A, care of HARDWARE 
Ace, Otis Building, Chicago, Ill. 





Salesman having a thorough knowledge of Lawn Mowers, by one of the 
largest Lawn Mower manufacturers in the country. Exceptional oppor- 
tunity for the right man. If you do not have Lawn Mower experience 
kindly do not apply. Address Box H-667, care of Harpware Ace, New 


ork. 





MANUFACTURER’S STAINLESS TABLE AND KITCHEN cutlery 
and forged quality scissors desire representation in various territories. 
Following among retailers and department stores especially desirable. Men 
familiar with cutlery will find this splendid opportunity to annex real 
cutlery representation. Good commission. Can use man in Metropolitan 
District, also Chicago and Philadelphia. Address Box H-538, care of 
Harpware Ace, New York. 





SALESMEN WANTED familiar with Hardware and House Furnishin 
trade for Metropolitan District, Pennsylvania, New England, Merveal 
and Delaware, to sell line of Home Bottling Supplies exclusively or as 
. _ ~ 9 Good pay. Address Box H-666, care of Harpware AcE, 
ew York. 





Salesmen calling on hardware trade to handle Manila and Sisal Rope 
and Twines direct from importing manufacturer’s stocks in New York. 
Satisfactory commission paid promptly on accepted orders. Only desire 
men who have standing with their trade. Write giving references, terri- 
tory covered. and how often. Address Box H-618, care of HArpWware 
Ace, New York. 





Manufacturer of builders’ hardware has opening for representation in 
several Southern States where trade has established. In _ reply- 
ing state exact territory covered, lines now carried and firms represented. 
Address Box H-647, care of Harpware Ace, New York. 





Wanted by nationally known manufacturers of cutlery, tools and other 
hardware lines, a representative to call on retail hardware dealers in_ the 
State of Missouri. Address Box H-657, care of Harpware Acer, New 
York. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 
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assified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





care of Harpware Ace, New York. 


Salesmen calling on jobbers of house furnishing goods and department 
store trade. We have a high grade household specialty that sells and 
repeats. . Unoccupied territories, New England, Minnesota and adjacent | Star Line Barn Equipment, Door Hangers, Hardware Specialties 
states, Kansas and the South. Commission basis. Address Box H-659, Wheel Goods through the hardware and implement trade. Opportunity to 
make bonus. Prefer man acquainted with this class of trade and now 








phia, Pa 


— side-line proposition. Straight commission. Protected territory. 
n answering tell us whether you are now selling retailer, wholesaler or Sales Representatives Wanted. Traveling salesmen to visit retail hard- 
both. THE CLARK MFG. COMPANY, 427 North 13th Street, Philadel- | ware dealers, territory adjacent Philadelphia. Write full details or call in 


Experienced salesman for western New York to sell the well known 


and 


o- on territory. HUNT, HELM, FERRIS & COMPANY, INC., 


SALESMEN WANTED—We are manufacturing several attractive - O. Box 231, Albany, New York. 
hardware items and want to connect with good men who will consider a 








person. Chas. M. Ghriskey’s Sons, 504-8 Commerce St., Philadelphia, 


Pa. 








to handle. 


SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Limes” 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 








FORSTNER BITS 


ee: — ee. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
are ot a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 


expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, famcy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 











ARMSTRONG BROS. Pipe Vises 
Make Fulty Satisfied Customers 


Highest quality materials, superior design, 
excellent workmanship. Longest lasting 
vises made. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S. A. 





BAND “J NOX” saws: 


QUALITY SERVICE 


UNIFORMITY OISTINCTION 


“The Jools in the Plaid Bar” 
AMERICAN. SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS ~ BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 














Confidence in lfanpin, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 
ag Mass. 

‘*Licensed the General Hlectrie 
Company’s fF Lamp Patents.” 








STRATTON ™*.2.e™ 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked ond oir dried. 


STRATTON MFG. CO. _ Stratton, Maine 











Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 











Robertson “Horseshoe Magnet” Hammers 
Saar ae 


(the a offered) at the Panama-Pacific Exposition. 


| Ace oe ae magnet which holds 








The American Hardware Corporation, Successor Good profi ie i aoa PEL RN 
Street = and gn tr ma’ regi 
ee ND ce tae | ARTHUR R. ROBERTSON 94 Portland St., Boston, Mase. 























Wright’s Jennings 
High Grade 
Auger Bits 
The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 








TRADE MARK Catalog on request 








BROWN @ SHARPE | 
S TOOLS 
Made Best 
They Give Complete Satisfaction 


BROWN & SHARPE MEG. CO. Providence, R.I., U. S.A. 
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The Old Time Hardware Store 


Back in 1885 in Filo Smock’s hardware store in Sleepy Hollow, 
they used to sit around the stove and swap stories. 


“Nothing to do till tomorrow” was the slogan in those days, 
and tomorrow never came. Customers were few and far be- 


tween. 


How time has changed hardware business methods. Now it’s 
copper store fronts, attractive show cases, modern shelving, 
beautiful display racks and window displays that are “The 
talk of the town”. 


The only stories they have time for now are the merchandising 
stories and the window display suggestions that appear in 
Hardware Age. 


The ideas they get from these stories and window displays 
MOVE the merchandise. 


Hardware Age 


239 West 39th Street, New York, N. Y. 
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American Radiant Heater 


N THE first coid autumn day, place a lighted American Radiant Heater 
where everyone who enters your store must pass it. Its warm, radiant 
glow will stop them; it will please and interest them. Show them how easy 
it is to operate; how its cheery warmth is radiated to every corner of the room; 
how easily it is carried from one room to another, even while burning. You 
will be pleased with your increased sales of American Radiant Heaters. 


American Ready-Lite Lantern 


The lantern with the blue porcelain enameled top which cannot rust, corrode 
or tarnish; does not appear ‘“‘second hand” after a demonstration. Has the 
famous straight, long-life generator, built-in pump, hand operated filler plug. 
Another popular seller right now. Prices and particulars of our exclusive 


dealer plan on request. 


American Gas Machine Co., Inc. 


Factory, Albert Lea, Minnesota 


Eastern Branch: 78 Reade Street, New York 
Western Branch: 238 Chronicle Building, San Francisco 


AMERICANA Soo sa ct 


Complete gas lighting, cooking, heating service for homes without city gas 
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THE LONGEST 
RANGELOAD EVER DEVELOPED 


PORTSMEN have left no doubt that it’s long range 
they want in a shotgun shell. The overwhelming 
popularity of Remington Nitro Express Shells — the 
longest range load on the market — proves that conclu- 
sively. They’re the shells that have made “miracle 
shots” an every-day occurrence, 





i Oe 


hug 


eS) ae 


Remember, too, that they are the lowest priced long 
range load with the maximum powder and shot charge. 





Do you wonder that they head the largest selling line . 
of shells on the American Continent —the Remington ; 
Game Loads? 


You should have this simplified line comprising only 
a few loads, but all of them popular. 











Order fromyour jobber now to be sure of an ample stock. 
Illustrated folders on Remington Nitro Express Shells 


Remington Sportsman’s Week is October 


17th to 22nd. Plan Your Window Display : 
Early. will be sent upon request. 


REMINGTON ARMS COMPANY, INC. 
Dept. 98-H.A., 25 Broadway Established 1816 New York City 


© 1927 R. A. Co. 
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